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BEST HEALTH YEAR 
RECORDED IN 1924 


Interesting Comment Is Made by 
the Metropolitan Life on Its 
Experience 


DECLINE IN DEATH RATE 


Automobile Accidents Show an Increase 
in Cause of Mortality, Tripling 
in Eight Years 


The statistical bulletin of the Metro- 
politan Life shows that last year was 
the best health year since reliable sta- 
tistics have been compiled. The death 
rate in the industrial department of the 
Metropolitan was 8.5 per thousand, 
which was 5.2 percent better than the 
year before. There were 130,790 deaths 
in 1924, which was 7,210 less than the 
1923 rate, and 61,958 less than if the 1911 
death rate had prevailed in that year. 
There were no widespread epidemics 
last year. The influenza death rate was 
one of the lowest ever reccorded. Deaths 
from pneumonia were fewer than any 
year except 1921. Various children’s 
diseases registered the lowest rate on 
record. The combined death rate from 
these diseases declined 20.5 percent. 


Decline in Typhoid Rate 


Last year recorded the lowest typhoid 
fever mortality in the history of the 
company, 4.5 per 100,000. The decline 
in the typhoid fever death rate has been 
continuous since 1911. The Metropoli- 
tan says that possibly the greatest single 
public health achievement was the fur- 
ther reduction in the death rate from tu- 
berculosis. It continued to fall sharply 
from 110.5 per 100,000 in 1923, to 104.7 
last year. The combined death rate from 
influenza and pneumonia in 1924 was 
*L5 percent lower than the previous 
year. The drop in mortality from pneu- 
monia was due in large measure to the 
decline in influenza. The mild winter 
of 1924 was a favorable influence. 


Little Change in Cancer Mortality 


. The Metropolitan declares that there 
Is little comfort to be gained from the 
very slight decline in cancer mortality. 
_ death rate is identical with that of 
te years ago and higher than for any 
ed Prior to 1921. The gravity of the 
a Problem is concentrated on the 
_ age groups. Nevertheless more 
a $ occur in childhood and adoles- 
nee than are generally realized. 


Comment on Accident Rate 


ee diabetes death rate declined to 
dare Per 100,000 from 16.2. The 
; rate from alcoholism declined from 
Rag eseey to 2.8. The death rate 
; all accidental causes was 6.5 per 
on compared with 3 the year be- 
the M egarding automobile accidents 
. Neath oitan Says: 
, $ in automobile accidents again 
1 
one in 1924, the rate being 16.0, 
ay -ohge with 15.4 in 1923. Mor- 
Tom this cause has more than 











DISCUSS NON-MEDICAL 


MICHIGAN OFFICERS TO MEET 





State Organization Arranges Most In- 
teresting Discusion For the Next 
Meeting at Bay City 





The program committee of the Mich- 
igan Association of Life Company Of- 
ficers announces that the next meeting 
will take place at Bay City, Feb. 26, 
when the members will be the guests of 
President Francis F. McGinnis and Sec- 
retary Willard E. King of the Agri- 
cultural Life. The program consists in 
an all-day discussion of the subject of 
“Non-Medical Life Insurance.” 

The paper which will be the basis of 
this discussion, is to be presented by 
C. F. Cross, actuary of the American 
Life. The discussions to follow the 
presentation of the address by Mr. Cross 
will be presented by Dr. William D. 
Hutchinson, vice-president and medical 
director of the Michigan Mutual; Earl 
C. Wightman, actuary of the Detroit 
Life; Clarence L. Ayres, president of 
the American Life; Francis F. McGin- 
nis, president of the Agricultural Life, 
= N. P. Hull, president of the Grange 

ife. 

The annual meeting of the Michigan 
association will take place in Detroit in 
May, at which time officers for the en- 
suing fiscal year will be elected to suc- 
ceed J. J. Mooney of the Michigan Mu- 
tual, president, and Homer Guck of the 
Detroit Life, secretary. 


Show Need for Avoiding Delay 


The need for avoiding delay in the 
placing of life insurance policies was 
forcefully brought out in the annual 
report of the Prudential, made public at 
the biennial conference at the home 
office last week. In this report it was 
shown that in the industrial departments 
18,260 death claims, amounting to $2,- 
026,003, were paid on policies that had 
been in force less than a year. The 
company pointed out that this does not 
mean that there were 18,250 deaths 
among those who had held policies less 
than a year, as many insured persons 
carry more than one policy. However, 
the number of deaths was well over 
10,000, which is about the yearly figure 
reported by the Prudential of first year 
policy deaths. 








doubled since 1916, has tripled since 1915, 
quadrupled since 1913, and i 
seven-fold since 1911. At times during 
1924, the outlook appeared more favor- 
able for this class of accidents. There 





increased | 


was, in fact, reason to hope that for the | 
first time since the automobile became a | 


means of transportation, the death rate 
from its casualties would not increase 
over the former year. The final figures, 


| 


however, show a rise of four percent in | 


automobile fatalities. The only com- 
fort to be gained is that the rate of in- 
crease slackened last year. 
in 1923 over 1922 amounted to 13 per- 


The rise | 


cent, and the increase in 1922 over 1921, | 


to 12 percent. 
stand as the foremost cause of accidental 


death, causing four times as many deaths | 


as_ railroad accidents, and more than 
twice as many as do accidental falls or 
accidental drownings.” 





Automobile fatalities still | 


PROMOTIONS ARE MADE 





LUTHER NOW VICE-PRESIDENT 





Four Men in the Life Insurance Depart- 
ment of the Aetna Life Are 
Advanced 





K. A. Luther, agency secretary of the 
Aetna Life, has been elected vice-presi- 
dent in charge of the agency depart- 


ment. F. L. Wells, who has been as- 
sistant superintendent of agencies, is 
appointed superintendent. Mr. Wells 


has been Mr. Luther’s right hand man 


in agency development work. James 
Slimmon, assistant secretary, becomes 
secretary. Ralph McCreary who has 


been in charge of the clerical force in 
the agency department is elected assist- 
ant secretary. 

Mr. Luther started as a sub-agent of 





K. A. LUTHER 
Vice-President Aetna Life 


the Aetna Life in Syracuse in 1908. 
Syracuse was then attached to the 
Rochester general agency. Considerable 
business was worked up and Mr. Luther 
was appointed general agent at Syra- 
cuse. In 1919 he was appointed man- 
ager of the Boston office and in Feb- 
ruary, 1923, was called to the home office 
as agency secretary. 


Business Shows Big Growth 


The growth and development of the 
Aetna Life in the life department since 


Mr. Luther took charge of the field 
work indicates his capacity and re- 
sourcefulness. His promotion is there- 


fore a recognition of real creative work. 
The Aetna Life is making headway rap- 
idly in its life department after being 
dormant for a number of years. 

H. S. Beers is promoted from assist- 
ant actuary to associate actuary, R. W. 
McCreary and H. C. Barlow are made 
assistant secretaries, Ralph Keffer, as- 
sistant actuary; G. H. Houston, assist- 
ant auditor, and R. S. Edwards is 
promoted from assistant secretary to 
secretary of the group division. 





CLEARY TELLS WHY HE 
SEES BIG YEAR AHEAD 


Vice-President of Northwestern 
Mutual Life Discusses Out- 
look for 1925 


TAKES OPTIMISTIC VIEW 


Factors That Contribute to This Atti- 
tude Outlined in Cleveland 
Address 








——> 


Speaking before the February 
|| meeting of the Cleveland Life 
Underwriters Association, Mr, 
Cleary gave some very definite rea- 
sons why he believes. 1925 is going 
to be a very prosperous one for life 
insurance. Most of us feel optimistic 
of the future, but why? Can we 
give our reasons? 

An attorney, formerly insurance 
commissioner of Wisconsin, and 
now executive vice-president of one 
of the “giants,” Mr. Cleary is quali- 
fied to analyse the situation in a way 
that should be an inspiration to very 
life underwriter. 

















——— — 





By M. J. CLEARY 
Vice-President, Northwestern Mutual Life 


I wish to discuss briefly what I be- 
lieve to be the outlook for our business. 
Ours is an optimistic business. If there 
is reason for optimism in the present 
situation, it is good for us to carry that 
spirit to the people with whom we come 
in contact. 

We all know that the attitude of the 
man presenting a proposition to the 
other fellow is apt to reflect itself in the 
results that are obtained. In my opin- 
ion, there are perfectly sound grounds 
upon which we can go out in our work 
with the public in a spirit of optimism; 
we have entered upon a period of 
healthy business activity. 


Stock Market a Barometer 
of Business Life 


During the past three months I have 
come in contact with a considerable 
amount of pessimism on the part of 
people who listened to the talk during 
the latter months of last year, and par- 
ticularly during the campaign. These 
people have been somewhat disap- 
pointed because immediately following 
the election we did not have a sudden 
appearance of general activity in busi- 
ness. They say about the only evidence 
of the promised prosperity is to be 
found in the stock market, and that is 
the work of gamblers. I don’t believe 
that view is at all justified. The stock 
market would naturally reflect* most 
promptly the conditions that I believe 
are coming. The stock market is the 
most delicate barometer of activity and 
of depression that we have. We should 
not be impatient when we stop to realize 
the tremendous ramifications and com- 
plications of the American business ma- 
chine. We must expect that it will take 
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a period of time for renewed activity 
and confidence to reflect itself. 


Reasons for Optimism 
Are Presented 


I think there are some very definite 
reasons for the general confidence that 
I believe prevails that we are entering 
upon a period of healthy business ac- 
tivity. For four and a half years, be- 
ginning with the middle of 1920, and 
coming down to the middle of 1924, the 
American business structure has been 
out of balance. In the middle of 1920 
the price of the products of agriculture 
dropped back to pre-war level and in 
many instances below that level. The 
price of the products of industry did not 
go down with the price of agricultural 
products, and consequently the two 
great units of the machine known as 
American business were out of plumb. 


Improved Condition of 

Agriculture Seen 

We sometimes fail to recognize the 
fact that agriculture is business. It is 
not only business but it is the greatest 
business in America, not only because 
of the investment and the number of 
people employed, but because it is basic 
in all of our economic problems. 

I wish to illustrate briefly what I have 





M. J. CLEARY 


in mind about the influence of this drop- 
ping of the price of agriculture and the 
maintaining of the price of the products 
of industry. I was riding from Cham- 
paign, Ill., to Springfield in 1921, about 
the middle of the year. At Decatur a 
man came into the car and sat with me. 
As we rode along, talking about the 
farms, I said, “Do you live in the neigh- 
borhood?” 

He said, “Yes, I farm down here a 
little ways. I went up to Decatur to 
buy a wagon, but I didn’t get it.” 

I asked why. He said, “Well, I have 
a wagon that I bought in 1914, for 
which I paid $65. It is about worn out 
and I want another one. The same 
wagon this morning would cost $155. 
Now, I can sell my corn at 32c a bushel 
and buy a wagon at $65, but I can’t sell 
my corn for 32c and buy a wagon at 
$155, and I didn’t buy it. Iam going to 
fix up the old one.’ 


Old Machinery Is Still 

Kept in Operation 

A little later I was down in the south- 
west part of Wisconsin and dropped in 
to see a hardware man who sold farm 
machinery. It was right after the har- 
vest season, and talking about business, 


he said, “I sold one grain binder this 
year.” 
I said, “How many would you nor- 


mally sell?” He said, “Thirty-five to 
forty-five.” I said, “How do you account 
for it?” He said, “I have had as many 
farmers in talking about buying a binder 
this year as I have in normal years, but 
(CONTINUED ON PAGE 14) 








ROBERTSON LAW IS UP 


——_—_ 


COMMITTEE APPROVES REPEAL 





Majority Report to Texas Legislature 
Recommends Removal of Compul- 
sory Investment Feature 





AUSTIN, TEX., Feb. 17.— After 
holding a series of public hearings on 
senate bill 221, which seeks to repeal 
the compulsory investment feature of 
the Robertson law, the senate insurance 
committee of the Texas legislature made 
a favorable report. Three members of 
the committee submitted an adverse 
minority report. Although a majority 
favorable report was made on the bill, 
its author realizes that it is going to 
be somewhat difficult to get it before 
the senate at an early day. Senator 
Wirtz, the author, believes, however, 
that it may come up for consideration 
next week. 

Arguments Were Presented 


At the opening session of the commit- 
tee Maj. E. A. Simpson, of Clarendon, 
representing many classes of businesses 
including the Texas Cattlemen’s Asso- 
ciation, Texas Sheep and Goat Raisers 
Association and numerous leading Texas 
cattlemen, arguing in support of the 
Wirtz repeal bill, asserted that the 18 
life insurance companies that withdrew 
from Texas in 1907 on the enactment 
of the Robertson law and have not re- 
turned have more than $6,000,000,000 in 
gross assets seeking outlet for invest- 
ment. Texas of all the civilized, self- 
governed states of the world is the only 
state that has passed a law such as the 
Robertson act, Major Simpson said, re- 
quiring 75 percent of the legal reserve 
of the companies operating in the state 
to be invested in securities in the state. 

The volume of loans of one particular 
life insurance company in other states 
as compared with the loans of that com- 
pany in Texas and the difference in the 
rate of interest was discussed by Simp- 
son. This company was the Union Cen- 
tral Life. He said that it had a total of 
$137,000,000 invested in real estate loans. 
Major Simpson cited examples of the 
loans of this company on real estate, 
and the rate of interest prevailing on 
such loans as follows: 612 loans in Cali- 
fornia at an average rate of 6 percent; 
716 loans in Missouri at 5% to 6 per- 
cent; many loans in Nebraska at 5% to 
6 percent; many loans in North Dakota 
at 6 percent; 417 loans in Oklahoma at 
5% to 6 percent; many loans in Kansas 
at 6 percent, and a list of nineteen loans 
in Texas. Of these Texas loans, he 
said, seventeen were at 7 percent, while 
the others ranged up as high as 10 per- 
cent. The average rate of interest on 
the loans of the company in Texas, he 
said, is.8 percent. 


Opposition Is Strong 


Interest rates in Texas under the Rob- 
ertson law restrictions are no higher 
than the interest rates on real estate 
loans by life companies in other states 
where such a law is not in effect was the 
keynote of the arguments made in op- 
position to the Wirtz repealing measure. 
These arguments were presented mostly 
by representatives of life companies or- 
ganized under the laws of Texas. E. P. 
Greenwood, president of the Great 
Southern Life of Houston and Dallas, 
asserted that since 1909 when the com- 
pany was organized it has loaned $17,- 
000,000 on Texas real estate at an av- 
erage rate of 6.2 percent. Others who 
opposed the bill included G. W. Nugent 
of Galveston, general attorney and di- 
rector of the American National Life; 
Orville Thorp, state manager of Kan- 
sas City Life, Dallas; William Strauss, 
general agent of the Missouri State Life, 
Houston, and James Callan, former 
president of the Texas Cattle Raisers 
Association. Mr. Callan took exception 
to the use of the name of an official of 
the Texas Cattle Raisers Association as 
one of those whom Major Simpson rep- 








DIEFENDORF MEN MEET 


AGENCY HAS SALES CONGRESS 





Dr. W. E. Porter and W. T. and W. E. 
Diefendorf Are Chief Speakers at 
Semi-Annual Gathering 





The Warren T. Diefendorf Agency of 
the Mutual Life of New York in Brook- 
lyn held its semi-annual all-day sales 
congress Feb. 10. This agency is unique 
in that it gives a full day’s program for 
its entire agency force twice a year. Mr. 
Diefendorf announced that the business 
done by the Brooklyn office amounted 
to more than $18,000,000 in 1924. He 
urged increased efforts to qualify for 
the convention of the $250,000 Club at 
Colorado Springs, Sept. 9 and 10. The 
Brooklyn office last year had more than 
3,500 examinations. Mr. Diefendorf dis- 
cussed business insurance and many 
different ways of presenting it. Some 
of the agents told of their experiences 
with this type of business. 


Good Openers 


Assistant Manager Warren E. Diefen- 
dorf spoke of the benefits derived from 
incorporating a contingent beneficiary in 
a policy. Unless this is done on the 
death of the original beneficiary, the 
insurance reverts to the insured’s estate 
and is therefore taxable by the govern- 
ment as a part of that estate. Mr. 
Diefendorf pointed out that a very good 
way of entering into conversation with 
regard to life insurance with an old 
policyholder is to ask if he has a con- 
tingent beneficiary named in his policy, 
and also if he has the tax exemption. 
This arouses his curiosity and gives the 
agent an excellent opening. 

Dr. W. E. Porter, medical director of 
the company, spoke of home office co- 
operation with the agent, and _ its 
endeavor to give service and satisfaction. 

Assistant Manager Diefendorf also 
spoke on program insurance and filling 
the client’s needs. He said that each 
policy should be sold with the definite 
idea of the hazard. James A. Swan and 
Assistant Inspector of Risks Moora of 
the home office also spoke. 

At the banquet in the evening, at- 
tended by about 100, Secretary Simrell 
and Assistant Actuary MacLeane were 
among the speakers. This banquet was 
coincident with the 38th anniversary of 
Mr. Diefendorf’s connection with the 
Mutual Life. The agency force pledged 
$4,000,000 before April 1, $3,000,000 of 
which was taken by 10 men. One man 
alone, Mr. Larchman, the company’s 
leading producer, pledged $1,000,000 
before April 1. Mr. Larchman gave an 
inspirational talk on_ life insurance, 
pointing out how unlike other invest- 
ments, it is always worth 100 cents on 
the dollar. 


Gilfillen Goes to St. Louis 


Roy L. Gilfillen has been appointed 
superintendent of St. Louis north dis- 
trict of the Western & Southern Life. 
He entered the company’s service in 
1912. He had been both an agent and 
an assistant. 








resented. N. B. Williams of Waco, 
former member of the legislature and 
a director of the Amicable Life, was 
another to defend the Robertson law. 
Closing arguments in favor of the bill 
were presented by James W. Ragsdale 
of San Antonio who said that he spoke 
for “a group of Texas people interested 
in the repeal of the Robertson law.” 
Another viewpoint was brought out 
last week in the editorial column of the 
“Dallas News,” which expressed the opin- 
ion that the investment angle, though 
important, was over-emphasized and the 
important factor is that of protection to 
the citizens of Texas. It said that if the 
law prevented some companies from 
coming into the state and some citizens 
from being insured, it was undesirable. 
It was pointed out that this had been 
overlooked in all the arguments. 
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WILL BE AMERICAN BANKER 
Cloverleaf Life & Casualty Organin 
tion and That of the Chicago 
Company to Combine 





The second step in the consolidatig 
of two Illinois companies took place x 
the home office of the American Ban. 
ers of Chicago, at which time the stock. 
holders unanimously voted in favor ¢ 
the consolidation under the Illinois fay, 
with the Cloverleaf Life & Casualty 9 
Jacksonville, Ill. The final step wi 
take place Feb. 28, when, with th 
approval of state authorities, the cop. 
solidation of the two companies will x 
effective. 

For the past year and one-half th 
officers of the American Bankers hap 
been the same as those of the Cloverleg 
Life & Casualty. They are: Frederick 
H. Rowe, president; Walter C. Bradish 
vice-president; Myron W. Snell, vice. 
president and medical director; John £ 
Higdon, vice-president and actuary; ( 
Y. Rowe, vice-president and treasurer: 
R. Y. Rowe, secretary. The officers o 
the new company will be the same. 


Much Work in Consolidation 


According to the officers, the consol- 
dation of these organizations, eve 
though under the same management, 
has been a stupendous task, owing to 
the fact that the Cloverleaf is operating 
in 34 states with all of its eight depar- 
ments: Ordinary life, industrial life, cen 
tury casualty department for business 
and professional risks, farm casualty 
department, monthly premium casualty 
department, industrial health, accideat 
department and auto accident depar- 
ment. 

The American Bankers, operating # 
present in Illinois and Missouri, writes 
ordinary life business only, having $18; 
000,000 of business in force. 

The new company will go under th 
name of the American Bankers, but the 
field organization of the combined com- 
panies will be known as “Americat- 
Cloverleaf” field men. Many of the new 
policies issued will be known as Clover 
leaf policies. 


Financial Statement 


Advance information as to the finat- 
cial statement of the new company § 
interesting. The capital will be $400,000 
The assets of the company will rm 
over $3,500,000. The total industri 
life, health and accident debit of $25, 
shows a premium income of $1,300,000 
in this department. 

The century, farm and monthly on 
mium casualty departments, which 
made large increase during the pas 
year, indicate premium income of $9; 
000 from this source. The monthly pre 
mium casualty department is out for 
$100,000 a month in force by the es 
of 1925. 

The ordinary life department of the 
combined companies will have in fort 
$33,000,000. The ordinary life progra™ 
for 1925 is $50,000,000 of business ™ 
force. 

The former home office building # 
the American Bankers at 43-45 Eas 
Ohio street, Chicago, will be maintained 
by the new company. The home fic 


of the casualty and industrial buses 
will be conducted from Jacksonwitt 
Ill, where the Cloverleaf recent? 


opened it new home office building. : 
A complete new line of policies * 
being issued in all departments. 


Tuberculosis Biggest Factor 


The Missouri State Life says that he 
berculosis appears as the contribu 
cause of about 50 percent ot the to 


and permanent disability claims filed = 
year. These claims were paid to oe 
dents in 19 states, who had forme" 


been engaged in 28 different occupations 


WILL SOON BE MERGE) 
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UFFIN HITS BACK : 
AT HIS DETRACTORS 


fartin Faction Owns But $280 
of Inter-Southern Life 
Stock 


ILL HAVE EXAMINATION 


commissioner Saufley of Kentucky Re- 
sents Attack Made on Recent 
Probe of the Company 


LOUISVILLE, KY., Feb. 19.—On 
eb. 13 it was announced that the Inter- 
Southern Life had asked that an audit 
bf its affairs be made, and that Com- 
missioner Saufley of Kentucky in ap- 
pointing Ernst & Ernst did so at the 
equest of the company as well as those 
bringing the charges. Mr. Saufley wrote 
o the Inter-Southern in response to 
he request, and stated that he had 
named Ernst & Ernst. The request of 
he Martin faction for an audit came 
bout the same time. In the Martin 
etter to the commissioner it is charged 
hat the company over a_ five-year 
period has been grossly mismanaged, 
nd the men say “they are advised and 
believe that the company has made 
ans without adequate security,” to 
James R. Duffin, president of the com- 
any, R. V. Board and Owen D. Duffin. 
Other charges of illegal loans were also 
nade. 
Duffin Makes Denial 


Mr. Duffin immediately denied all the 
harges, categorically and paragraph by 
paragraph, as they appeared in the letter 
f the Martin faction to the insurance 
ommissioner. There were twelve of 
he allegations, and as many denials. 

Mr. Saufley has taken the attitude 
hat he is willing to allow the Martin 
faction an auditor to work on the audit 
along with Ernst & Ernst, if they can 
show clear cause for the right, but in 
ew of but $280 in stock in the com- 
pany, and but $13,000 of insurance, the 
ommissioner feels that a thorough 
xamination by experienced auditors 
should be sufficient, and that no outsider 
should have any right to examine the 
books and papers, as the final report of 
he audtiors employed will constitute 
public records. 


Some New Directors Elected 


_James B. Brown, president of the 
National Bank of Kentucky, who be- 
ame a director of the Inter-Southern, 
mas been made chairman of the board, 
which has been further increased by 
EPpointment of James C. Stone of Lex- 
bugton, Ky., president and general man- 
eer of the Kentucky Burley Tobacco 
rowers’ Cooperative Association; E. J. 
Brien, Jr., of Louisville, big tobacco 
roker, handling an enormous volume 
' business on foreign government con- 
tracts; and Walter I. Kohn, lawyer and 
President of the department store of 
Herman Straus & Sons Co., Louisville. 
he addition of these men to the 
rd should give the public every con- 
ence in the sound value of the com- 
Pany, as they are big and capable men. 


Own Small Amount of Stock 


L. Martin, Louis M. Eyerman, W. 
~ artin, Jr., E. E. Kimnel and B. V. 
— ot Louisville, known as the Martin 
: — which has been causing all the 
S ar, own but $280 worth of Inter- 
— Stock, according to Mr. Sau- 
of the Owever, they asked that an audit 
the wiley be made, and asked for 
reo ese of having a special auditor 
Presenting them to work with Ernst 
Jnst in its audit of the books. Mr. 
*y Is not favorable to this demand 
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NEW ENTRY IN FIELD) 


———_——- 


KASKASKIA WRITING BUSINESS | 
| 





New Illinois Company, Formerly Kas- | 
kaskia Live Stock, Enters New Field | 
With Excellent Prospects 





The Kaskaskia Life of Shelbyville, 
Ill, which is a conversion of the old | 
Kaskaskia Live Stock, is now writing | 
business, although its activities have | 
been held up somewhat, due to the fact | 
that rate books and other literature have 
not yet been received from the printers. | 
No general agency appointments have 
been made as yet and for the present | 
the development of the field will be | 
handled very largely from the home 
office. C. F. Stiarwalt, secretary of the 
company, will have general charge of 
the agency end of the business. C. A 
Jackson, who was a special agent for 
the live stock company and has had con- 
siderable life insurance experience, will 
assist in field development. The com- 
pany expects to develop a considerable 
amount of business from its old agents, 
practically all of whom have expressed 
a desire to represent it in the life insur- 
ance field. 

The company starts off in exception- 
ally good shape, with $100,000 capital 
and a little more than $100,000 surplus. 
More than 90 percent of the stock- 
holders of the old company transferred 
to the life company when the change | 
was made. 


Struck; Lost Insurance; Sue 


Suit to recover $250,000 from the 
grand lodge of the Brotherhood of Rail- 
road Trainmen, which represents the | 
amount paid on the policies of 957 mem- 
bers of various local unions, the charters 
of which were revoked by the national 
organization, has been filed in St. Louis. 
The charters of the complaining locals 
were revoked in 1920 because they went 
out on an unauthorized strike. 

Counsel for the plaintiffs claims that 
the St. Louis court of appeals in a re- 
cent decision touching on a similar case 
held that the brotherhood must return 
the premiums paid in on life insurance 
when the policy is canceled. 


Becomes Superintendent of Agencies 


The American Life of Denver, Colo., 
announces the appointment of Harry | 
W. Wood as superintendent of agencies. | 
Mr. Wood was formerly associated with 
the Mutual Benefit, with the Day &| 
Corning agency in Newark and also} 
with the Denver agency. Recently he | 
has been the head of the department of | 
insurance and salesmanship in the Uni- 
versity of Denver, and director of the 
school of life insurance salesmanship at 
the latter university for two years. 











of the Martin faction, who with but 
$280 worth of stock in their control are 
demanding more than their rights. 

Mr. Saufley has asked the five men 
to submit proof of charges they have 
made in their demand, which was to the 
effect that the audit of 1923 for the in- 
surance commissioners of Kentucky, 
Indiana and Illinois “was not made in 
good faith.” In a letter written to each 
of the five men asking for the audit 
Mr. Saufley says: “You must realize 
that it is the most serious reflection 
possible on the integrity and honesty 
of the insurance departments of these 
three states and unless supported by | 
proof must be challenged as malicious 
slander and criminal libel. So that | 
speaking not only for the previous ad- | 
ministration of this department but for | 
the commissioners of Indiana and IIli- | 
nois, whom I personally know to be men 
of the highest character and recognized | 
integrity, I demand that you at once | 
furnish me with proof to support such | 
a charge as you make and to submit 
such proof under your oaths in the form | 
of affidavits or otherwise.” | 


AGENCY RALLY IS HELD 





FARMERS NATIONAL MEETING 





40 Agents Hold Two Day Meeting in 
Chicago—Sales Plans 
Discussed 





Forty agents of the Farmers National 
Life who qualified on a production basis 
attended the two day sales session of 
that company held in Chicago on Febru- 
ary 11 and 12. All sessions were pre- 
sided over by A. O. Hughes, agency di- 
rector of the company. The convention 
was opened with a discussion of plans 
for 1925 and at that time the new child’s 
ordinary life policy was announced. This 
form will shortly make its appearance. 
From start to finish the convention was 
one of selling ideas. The approach, get- 
ting prospects, talking the policy and 
the close were the subjects that were 
fully discussed in the two days of the 
meeting. J. O. Kenney, branch man- 
ager tor Fort Wayne, Ind., was a 
speaker at the first day session. His 
subject was getting prospects and the 
approach. 

President Biliter Present 


Ben F. Biliter, the newly elected 
president of the Farmers National, was 
present at all sessions and spoke at 
the dinner which was held on the eve- 
ning of the first day. A theatre party 
followed the dinner. Dr. S. C. Stanton, 


| medical director of the company, in a 


talk given the morning of the second 
day, urged care on the part of the agent 
in the solicitation of risks to avoid rating 
up on the part of the home office. L. 
L. Heffner, branch manager of Lafay- 
ette, Ind., spoke on the approach and 
brought out an exceptionally strong 
argument. Mr. Heffner pointed out in 
a striking way the need for putting a 
prospect at ease as soon as you get in 
to see him. “For instance,” he said, 
“the average man that you call on is 
afraid that you are going to push some- 
thing down his throat. He is on his 
guard the minute you open up on him 
and knows that you are a life insurance 
man. I generally figure out that every 
prospect has fear. The first thing I tell 
him is, ‘I just want to sit down and 
talk this over with you. Just remember 
that I am not a high powered man. I 
am not going to jam this down your 
throat. I just want to explain this to 
you.’ With an approach of that kind 
it immediately places the man on the 
same level with yourself. It is easier to 
then follow up with your sales talk.” 
Bert Yokum, one of the big producers 
of the company, gave an exceptionally 
fine sales talk. He illustrated his talk 
in a striking manner with large sales 
charts and his was one of the best re- 


| ceived talks of the meeting. Grant Pyle, 


general agent at Bluffton, Ind., has spe- 
cialized in selling only one type of pol- 
icy. He has made a wonderful success 
of it in his community and spoke upon 
the necessity of selling the first policy 
in the family in the right manner. 

He said, “A large portion of my new 
business comes from the families of old 
policyholders. The sons and daughters 
come along and it is only natural that 
they come to me for their insurance. 
I keep in touch with all of my old pol- 
icyholders.” At the closing session Ber- 
nard Smith, general agent at Belvidere, 


| Til., and R. W. Beirs, general agent at 


Peoria, were the speakers. 


Montana Life’s Statement 


The annual statement of the Montana 
Life has been issued showing assets 
$5,979,250; capital, $500,000; net surplus, 
$502,590; policyholders surplus, $1,002,- 
590; insurance in force, $37,639,409. The 
Montana Life under the leadership of 
Vice-President H. R. Cunningham is 
most highly regarded. It has on de- 


| posit with the state $4,039,537 to protect 


its legal reserve. Wherever the Mon- 
tana Life operates it makes friends. 





GIVES PLAN USED FOR 
SELECTION OF AGENTS 


System Adopted by Phoenix Mu- 
tual Life Is Outlined by 
Miss Cope 


MAKE CAREFUL ANALYSIS 


Managers Closely Weed Out Prospects 
in Line With Company’s Agency 
Program 


PHILADELPHIA, PA., Feb. 18.— 
Gertrude V. Cope, manager of the sales 
research division of the Phoenix Mutual 
Life spoke before the Business Science 
Club of Philadelphia last week on the 
methods used by her company in select- 
ing efficient salesmen. With the help of 
numerous charts Miss Cope showed the 
system of the Phoenix Mutual Life by 
which the sales force of 1,700 people, 
producing $20,000,000 of new insurance 








MISS GERTRUDE V. COPE 


yearly, was cut to 375 trained advisers 
selling around $52,000,000 worth of in- 
surance last year. She pointed out that 
more and more life companies are 
coming to realize the value of the full 
time worker as against the part-time 
agent and also the value of the fully 
equipped and trained salesmen, Miss 
Cope said in part: 


Sees New Type of 
Salesmanship Developed 


“Salesmanship has come into a new 
era and there is consequently a new type 
of salesman. You will find him in all 
the great businesses of the world. He 
differs from the old type of salesman 
in many ways, but the greatest differ- 
ence is that he is able to enter into the 
problems of his client and assist him in 
solving these. Intelligent service is the 
key note of this new salesmanship. It 
is based on a willingness and an ability 
to study the client’s problem and results 
in a sale only when it is to the mutual 
advantage of the client and the organ- 
ization which the salesman represents. 


Exemplified by National 
Cash Register Company 


“This new type of service to clients 
is found among other places in_ the 


great National Cash Register. It is 
called “Merchants’ Service” and costs 
the N. C. R. over $100,000 a year 


maintenance. The “Merchants’ Service” 
makes it its business to know all about 
the retailers’ problems. It has an ex- 
tensive research division which studies 
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er 
“Round at Each End, 
Hi in the Middle, 


HIO?’’ | 


So sang little Francis 
White the darling of the 
stage. And everybody 
loved it, BECAUSE 
EVERYBODY 
KNOWS THAT 
OHIO 

| is one of the greatest 
Empires in America. 


WBE’RE IN IT, TOO, 

With a lot of other good 
growing companies. 
We're getting a lot of 


good business out of it, 
too. 


Would YOU like to 


—— 
— 




















help? 


We have good territory, 
we have a WORK- 
MAN’S contract, and a 
future for YOU. 


Remember, one page on 
one side—same postage. 


Address | 


The Western 
Reserve Life 
Insurance Company 


MUNCIE, INDIANA 


J. H. Leffler, President 
J. W. Dragoo, Secretary 








Gaylord Davidson 
Agency Manager 














Do :ou sell 
Accident and Health 
Policies? 


If you do—you need the Cas- 
ualty Review. 

If you don’t you are passing 
up a profitable sideline. ; 

The Casualty Review will 
help you get started and once 
started will keep you going. It 
is the only publication devoted 
solely and exclusively to the 
Accident and Health business. 
It contains real helpful busi- 
ness-getting hints and sugges- 
tions. There are special articles 
on the methods that particular 
men have used successfully, de- 
partments, pictures, and other 
helpful material. It is an hon- 
est to gosh money-maker for 
H and A salesmen. 

You can get this live red- 
blooded salesman’s magazine 
for a whole year for two dol- 
lars. Twenty cents will bring 
you a sample copy. Act now. 
You'll never regret. 

THE CASUALTY REVIEW 

1362 Insurance Exchange 

Chicago 























the problems of the big merchant with 
his huge department stores and also 
those of the small merchant with his 
one clerk. This service can tell the 
merchant how to pay his clerks to the 
mutual advantage of employes and em- 
ployer, can show the grocer and the 
department store manager how to dis- 
play their goods, can set up accounting 
systems for them, can teach clerks how 
to sell, and can assist the merchant in 
many ways to make his a better busi- 
ness. This service does not in any 
way obligate the client and the only 
point the National Cash Register Ma- 
chine enters the picture, is the service it 
= render in accomplishing desired re- 
sults. 


Render Complete Business 
Service to Prospects 


“Another great example of service in 
modern business is that of the Bur- 
roughs. In developing its service to 
business enterprises it has studied the 
hotel problems so extensively that it 
can even advise where linen can be 
stored to the greatest advantage, it 
knows how bankers can best conserve 
time in the keeping of records, what 
facts garages should have, and how rail- 
roads can economically keep track of 
their great transactions. One could go 
on indefinitely, naming great organiza- 
tions which have this vision of service in 
the marketing of their products. 


Requires New Type of 
Salesman to Mest Conditions 


“What is the type of salesman re- 
quired to approach the clients’ problems 
intelligently? It depends somewhat on 
the client. I think we can safely say 
the salesman must know more about the 
particular problems in hand than his 
client. A physician must know more 
about medicine and its service to human 
beings than his patient, or else he would 
not be consulted. A lawyer knows more 
about law than the client who consults 
him. In the terms of the new sales- 
manship the salesman serves as a phy- 
sician, a counselor, and he must be 
able to diagnose and prescribe, to ana- 
lyze and advise. 


Varied Needs to Be Met 
In Life Insurance 


“In life insurance the client is for the 
most part the adult income-earning per- 
son. Since life insurance in the last 
analysis is the extension of income be- 
yond the income-earning period, we can 
obtain one picture of the life insurance 
client by noting the distribution of wage 
earning people. The income problems 
vary all the way from those of the 
multi-millionaire to those of the small 
wage earner. Service to the client of 
wealth involves a thorough knowledge 
of finance, whereas the client of small 
income requires sympathy and know- 
ledge of his problem in making a small 
amount cover the maximum of the good 
things of life. As in the case of the 
lawyer or the physician some cases 
demand the utmost of a life insurance 
counsellor’s ability while others may be 
termed the small cases, but regardless 
of the type of case, the new salesman 
is the man who brings resourcefulness, 





SEARLE REVIEWS TRIP 


HOW HE FOUND CONDITIONS 





Assistant to President of National As- 
sociation Tells of Association 
Activities 





PHILADELPHIA, PA., Feb. 18.— 
William A. Searle, assistant to John 
W. Clegg, president of the National As- 
sociation of Life Underwriters, has just 
returned from a month’s trip, visiting 
25 life underwriters association in 13 
states in the middle west and south. He 
has the following to say regarding his 
trip: 

“While a trip as rapid as that from 
which I have just returned in the mid- 
dle west and southwest gives one many 
superficial impressions, there were some 
things that struck me as substantially 
true in the underwriting field. 

“Life insurance men are eager to bet- 
ter and broaden themselves so that they 
may give the fullest and most complete 
service to their clients. Their attend- 
ance at sales congresses indicates this 
for one thing. 


Few Unethical Practices 


“In only one or two places where I 
touched could there be said to be much 
trouble experienced from unethical prac- 
tices. 

“Where strong associations have been 
in existence for a number of years, the 
practice of the underwriters seems to be 
pretty much all that could be desired. 
The occasional ‘twisting’ or suspicion of 
rebating is only occasional. Where 
there is difficulty of this kind to any ex- 
tent the source of the trouble is usually 
found in the condition of the state’s laws 
regarding insurance. Some of these 
places realize this and are planning defi- 
nite steps to see that proper legislation 
is enacted and that it is provided with 
‘teeth’ to make it effective. 

“Even where the law does not reach 
these unethical underwriters, the men 
themselves are beginning to feel the 
sting of a species-of professional ostra- 
cism. On the whole, however, there is 
good professional practice and national 
code of ethics is steadily winning con- 
verts. 

Enthusiastic Over Prospects 


“All parts of the country that I vis- 
ited seem enthusiastic as to the possi- 
bilities for this year. The improved 
agricultural conditions are being felt in 
the various states and showing yp in the 
increased business. 

“In the local associations steps are 
being taken to bring life insurance be- 
fore the public a little more systemati- 
cally than previously. Some associations 
are working to interest the women’s 
clubs to include the subject in their 
meetings; others are preparing to inter- 
est boards of education to have one or | 
two lectures a year before the various | 
classes in the high schools so that the 
pupil in taking up his work upon leaving 
school will have a small but sound 
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Missouri Life and Fire Insurance (, 
panies Protest Against the Pro. 
posed Law in Legislature 








NEW 
eport ¢ 
nce 

Departn 
producti 
s 9.1 
espond 
percent 
his in 
having | 
tanding 
e cou! 
reases | 
or bus 
mounte 
ear; $6 
42,000 








Decided opposition to House Bill \; 
213, which proposes, among oth. 
things, to tax the Missouri domes 
companies on their capital, surplus 
unassigned funds instead upon their 
assets was expressed by attorneys { 
the Jeading Missouri life and fire cog 
panies at a hearing.- The bill is now} 
fore the House committee on taxatiy 
and revenue and was introduced at ty 
request of Roy Monier, formerly cha 
man of the Missouri Tax Commissiq) 
He is of the opinion that insuray 
companies should be taxed on their 
ital and surplus as are Missouri bai 
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Morton Jourdan, counsel for the 
souri State Life; John M. Atkinson j 
the International Life; George H. Wi 
liams, representing the American (Ca 
tral Fire and other fire companies, af 
Frank W. McAllister, counsel for th 
Kansas City Life, were among ty 
speakers who voiced opposition to thy 
proposed measure. They were unai 
mously of the opinion that it wou 
make it impossible for Missouri 
panies to compete successfully wit 
other leading life companies that a 
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Penn Mutual Millionaires 


There were seven agents of the Pes 
Mutual Life who wrote $1,000,000 « 
more of new business in 1924. Het 
they are in on of production: Thom 
M. Scott, $2,149,305; C. H. Anders 
$1,673,000; Ww J. Rooney, $1,502 
Dan H. Holton, $1,376,510; Jack Laut, 
$1,369,500; M. R. Miller, $1,208s% 
George L. Bahl, $1,040,460. 


























are working together to have life in 
ance taught as a required subject to 
the students of business administratet 
at the University of Texas as well a# 
have a more extended course desi 
to prepare men to go into the selling 
life insurance. At a_ conference 
underwriters held by President Spl 
and Dean Bell of the University 
Texas, I was impressed with the pr 
ising attitude taken by the educates 
This conference followed a lecture g™@ 
by Prof. S. S. Huebner of the Unit 
sity of Pennsylvania before the e® 
school of business administration 0 
relation of insurance to the life vali 
“While the underwriters associati 
in the south have in most instances ™ 
comparatively small membership, 
feel that they have the foundation 1 
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knowledge of what life insurance is | 


upon which firm association growth # 




















knowledge, initiative and ability to the | and what purposes it serves in domestic | accomplishment can be based and the 
handling of these cases. and business economics. f | apparently are making that their 
(CONTINUED ON PAGE 16) “The Texas associations, for instance, | deavor this year.” 
—_ 
FIGURES FROM DECEMBER 31, 1924, STATEMENTS 
New Ins. in Gain in Prem. Total Pd. Policy- ne 
Assets Capital Surplus Business Force Insin Force Income Income holders " 

$ $ $ $ 3 $ g $ nau 
Acacia Mut. L. 12,153,666 ....... 1,036,352 38,148,700 174,625,300 22, 634, se8 4,651,658 5,263,604 1,117,810 267M 
Baltimore Life. 8,666,279 ....... 1,197,918 18,544,106 65,890,283 7,565,880 2,379,074 2,857,069 989,04 13st 
Boston Mut. L. 6,869,621 ....... 510,703 12,289,762 42,093,007 2, 962, 116 1,909,237 2,313,497 713,428 16.624" 
Canada Life... 102,886,094 1,000,000 1,031,928 107,174,595 480,064,731 74,797,521 18,606,761 25,263,025 10,308,766 "657 
Cotton S. Life. 947,243 300,000 58,559 14,014,785 20,044,588 14,014,785 357,978 814,776 79,468 kt 
G. Western, Ia. Bly ry 250,000 125, -_ 1,955,500 2,711, a ane 000 72, ses 900,495 ..+-s: 461 
Knights L., ‘Pa. 23,6 200,000 47,6 11,000,919 209 40,389 704,969 781,930 119, 355 453,954 
Metropolitan a * 628, aa, $48 escececs 91,088, O70 2,515,728,846 10,5 + 484, ‘789 1, ost! 330, 701 370, 782, 023 453, oB4, "939 153,125,204 45 "158 
N. W. Life, Neb. 783,578 155,000 70,962 2. "337,000 7,860,9 1,143,900 262,522 294,361 34,041 3730 
Omaha Life.. 1, 371,285 150,000 70,962 5,263,401 15.468, 495 2,152,083 464,259 541,586 131,603 pony 
Oregon Life.. o° 5,308,078 100,000 400,378 6,160,363 35,667,034 3,269,771 1,163,424 1,463,117 357, st ass 
Scranton L., Pa. 6,856,652 340,000 200,111 5,957,023 34,259,979 3,206,167 1,250,605 1, 680, ney 485,21 1. 794 
Southern States 5,828,171 100,000 216,545 16,785,586 54,117,763 6,455,508 1,505,378 2'30 590, ot 43.38h 
Sun Life, Can. 274,130,408 850,000 22,107,358 137,466,385 871,636,458 167,871,214 44,868,109 62/248, ‘B81 31,8$81,63 
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HAVE INSTRUCTION SCHOOL 
Springfield Life Will Have a General 
Conference, Will Be Held at 
the Home Office 


ANUARY INCREASE IS FOUND 









































sociation of Life Insurance Presidents 
Makes Report to National Chamber 
of Commerce 








President A. L. Hereford of the 
Springfield Life announces that a gen- 
eral conference and school of instruction 
will be held at the home office, Spring- 
field, Ill, commencing March 9, and 
that approximately 40 field managers 
and agents will attend. 

The program will include a compre- 
hensive study of the company’s con- 
tracts and its methods of administra- 
tion. All of the problems of life insur- 
ance salesmanship will be discussed 
exhaustively. 

The field force of the Springfield Life 
is enlarging rapidly. The company is 
now licensed in six states, and has appli- 
cations pending in others. It is now 
licensed to do business in Illinois, In- 
diana, Iowa, Michigan, Minnesota and 
Missouri. It has applications pending 
in as many others. 


NEW YORK, N. Y., Feb. 19.—The 
eport of the Association of Life Insur- 
nce Presidents to the United States 
Department of Commerce shows the 
production of life insurance in January 
9.1 percent greater than in the cor- 
esponding month of 1924 and 20.3 
percent greater than in January, 1923. 
his includes 45 member companies 
having in force 81 percent of the out- 
tanding legal reserve life insurance in 
e country. Exclusive of revivals, in- 
eases and dividend additions, the paid 
or business of these companies 
mounted to $753,914,000 in January this 
ear; $691,341,000 last year and $559,- 
42,000 in January, 1923. 


American National Figures 
The American National of Galveston 








- its annual statement shows assets 
- the Mefebe0,053,899; increase, $2,983,311; capital, es 
cinson ig000,000; surplus, $2,106,518; —in- | Labor’s Insurance Scheme 
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. . . | inspecting non-medical business particu- 
Bankers National Vice-Presidents | tar emphasis is being given the. health 
E. C. Bigger, general agent at Lin- | features, including health record and 
oln for the Bankers National Life of | family history. A record of unfavorable 
Denver, has been elected as one of the 





| tion, medical section, Fraternal Actu 


PREDICTS LIFE SPAN INCREASE 





Dr. Leslie of Gorgas Memorial Insti- 
tute Says 50 Years Will See 
20-Year Addition 





A 20-year addition to the life span 
was predicted last week by Dr. Frank 
Leslie, associate director of the Gorgas 
Memorial Institute. Dr. Leslie pre- 
dicted that this great stride in life con- 
servation would take place during the 
next 50 years. He cited the past re- 
sults by which the average span of 
life was increased from 20 years in the 
16th century to 58 years at present. Dr. 
Leslie said that the greatest strides are 
made through controlling preventable 
diseases and the work still to be done in 
this connection is evidenced from 
figures drawn up by the Gorgas Insti- 
tute. These figures show that there 
are 3,000,000 sick persons in the United 
States every day and the nation’s an- 
nual sickness bill approximates $3,500,- 
000. Dr. Leslie said that in Chicago 
alone there are 100,000 persons sick each 
day and the annual cost of preventable 
illness and premature deaths is nearly 
$45,000,000. 


Fraternal Organizations Meet 


_ The mid-winter meeting of the organ- 
izations associated with the National 


Fraternal Congress will be held at the | 


Hotel Sherman in Chicago starting Feb. 
23. 
ciation will meet during that time. The 
various meetings will be the Fraternal 
Society Law Association, secretaries’ 
section, presidents’ section, press sec- 
arial 


Association. In the medical section one 


| of the main points up for discussion will 


reports kept for two months during the | 


} 


res ce-presidents of the company, as was peak season shows that 23.9 of the total | 

the Peles? E. W. Beerman, agent at Omaha. | criticisms applied to health. This was 

00.000 «me Bigger has been one of the owners | exceeded only by 33.6 for habits. It 
. or years of a prosperous business col-| was followed by a 14.4 percent for 





ge at Lincoln. | record of unfavorable family history. 


be non-medical risks. 


Bradford H. Walker, vice-president of 


the Life Insurance Company of Virginia, | 


and Angus O. Swink, Virginia manager 
for the Atlantic Life, were elected di- 
rectors of the Virginia Trust Company 
of Richmond at the annual meeting of 
this company last week. 


the | 


The Fraternal Society Law Asso- | 


CAMPAIGN REDUCED LAPSES 
Home Office Conservation Program of 
Sun Life of Canada Effected Re- 
markable Improvement 





The Sun Life of Canada has been car- 
rying on an intensive conservation pro- 
gram for ten years with the result that 
there has been a continued decrease in 
the first year renewal lapse ratio from 
18 percent in 1920 to 11 percent in 1924, 
| The United States business of the Sun 
Life showed a first year renewal lapse 
ratio of less than 10 percent last year. 
The recent reduction in the lapse ratio 
has been effected largely as a result of 

the home office direction of the conser- 
vation program. . 
Ten years ago the Sun Life opened its 
| head office conservation department, its 

duty being to supervise the work of 
keeping business on the books through- 
| out the company’s world-wide field or- 
| ganization. The company looked on the 
| first renewal lapse ratio as the most ac- 
| curate guide of company progress and 
| thus paid particular attention to bringing 
| this figure to a minimum, The work was 
| developed in recognition of the principle 
| that personal contact with policyholders 
is the greatest preventive of a lapse. 
The conservation department arranges 
its work to make this personal contact 
generally by the agent who is educated 
to the importance of conserving busi- 
| ness by his manager and division secre- 
| tary, who are in turn guided by the con- 
servation department at the head office. 
Upon the disability of anyone in this 
| link to hold the business, the next one 
| above joins in the campaign to save that 
risk. 





} 





What Investments Yielded 


Last year the New England Mutual 
purchased $11,531,000 bonds, yielding an 
average rate of 5.24 percent. The mort- 
gage loan purchases amounted to §7,- 
| 607,000, yielding 5.62 percent. 
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well as 
eo ASSETS LIABILITIES 
ence vi Book Value of Real Estate................... $ 346,546.63 Reserve (less Reinsurance).............-+-+: $4,037,301.00 
nt Spland (Inclusive Home Office Building) Extra Reserves for Double Indemnity and 
versity @ eae 1,747,736.01 IE icine tte tenet on ange cones 102,663.00 
om Real Estate Bonds and other bonds........... 621,500.00 Present Value of Future Payments under In- 
ture git Policy Loans a eects ceceescccccccesersceesess 1,223,026.19 RAI Gp Sey STE 73,120.84 
e Unive Renewal Premium Notes..................... 28,569.47 Reported claims (Completed proofs not re- 
te & State, County, School District and City Bonds GUIEEIED scale cansncsccenscnadsqe ena 36,095.10 
ee ; DD tntcuniehentncscennetaeneen 974,256.64 Coupons left with Company.................. 634,154.85 
2 Liberty Bonds and United States Certificates Premiums Paid in Advance................... 16,421.63 
ances ial Sp I We Vecnededdde csc ceons aes 627,000.00 Unearned Interest Paid in Advance........... 41,513.80 
hip, Cash (Bonded) ...... fe CI ear 55,801.68 Current Bills Accrued...............60.00000 10,389.92 
— Certificates of Deposit (Bonded)............. 118,341.90 Accrued Taxes (estimated)................-.. 25,000.00 
a Outstanding Net Premiums Within Policy Re- —_—__—— 
their serves and all other Net Assets........... 236,471.65 $4,976,660.14 
ED . ccaoccctnunesdacstecsceeeeneese 500,000.00 
= PT ncu5+o0e 60s 600064sn0eeqsenneesen 502,590.03 
ADMITTED ASSETS .............. $5,979,250.17 $5,979,250.17 
= Surplus to Policyholders, $1,002,590.03 
-_ Modern policies, prompt service to field men and unexcelled financial strength, make it 
zee worth the while of good producers to tie up with the Montana Life. Liberal contracts 
hie offered for the development of the territory in the twelve states where it operates. 
657" 
ot M i i mi ou ° 
ist Washington oa clone —_ — 
1s¢ gon Utah North Dakota Minnesota 








Montana Life Insurance Company 


Statement at Close of Business, December 31, 1924 


H. R. Cunningham, Active Vice-President 
Helena, Montana 
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Springfield Life Insurance Company 


A MUTUAL LEGAL RESERVE Lire INSURANCE COMPANY 
HOME OFFICE: - SPRINGFIELD, ILLINOIS 


AGENTS WANTED 














We offer— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—h office co-operation 
(4) Large actual prospect lists 


Assets, $5,000,000 Surplus, $700,000 








A. L. Hereford, President 
Springfield, IIl. 


Attractive Agency Openings in Thirty-Five States 
To Agents who are Master Masons we offer: 


Liberal First Year Commissions— 
Continuous Renewals — Real Home 
Office Cooperation. 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons only—at Net Cost 


Insurance in Force over $170,000,000— 
Assets over $11,000,000. 


ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 


George Hawkins Supt. Agencies 
Springfield, Ill. 
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HOMER BUILDING WASHINGTON, D.C. 
























Uncle Sam and President 


Coolidge Keep Budgets— [f} 
Why Not You? Ke 






») 
| NY 
hee Vice-President-Elect Charles G. Dawes earned national i 


acclaim by working out a budget for the United States 








Government. This was adopted as the only practical plan 







i “oO 
cs of reducing unnecessary Federal expenditures and of know- ie ¥ t 
: y ing the financial status of the nation. CH 





(pay President Calvin Coolidge says that he keeps a personal pny 
AS) budget and runs his home on that basis. He believes in Nad 
















i it for himself and for others. 
i Business men and practical women (of large as well as i 
KR} of small income) have put their homes on the budget basis, oy 
( y/ . . 4) 
it or believe it a good thing to do so. nd 
R i - 
yen If you have found the budget system easy to operate at SS } 
le $) home, we believe a copy of the JOHN HANCOCK Oy 
at BUDGET SHEETS would interest you particularly. If, Sx 
ie like some others, you believe a budget is too much trouble, ee 
et then we want you to see how simple is the John Hancock As 
YEN Budget. I. “s 
| This would help you to start 1925 along the right lines. ee 
My Without charge or obligation a copy will be sent on request. fave 
hi vt 
so Over Sixty Years in Ne)’ 
Lic | Business. Now Insur- pay 
V 4 ing Over Two Billion ’ (74 
AVA Dellers in Policies INSURANCE COMPANY PNY 
[2 on 3,500,000 lives. OF BOSTON MASSACHUSETTS 2,4 
ay) 
\ 

‘> 











EXTEND OFFER OF AID 


INTEREST IN “NON-MEDICAL” 





Canadian Companies Are Cooperating 
With U. S. Officials in Studying 
Problems in This Field 





Evidence that a great number of 
American companies are giving serious 
consideration to the issue of non-medical 
life insurance and that the Canadian 
companies are heartily cooperating with 
the company officials across the border 
im working out their plans, is shown 
in a bulletin sent to all United States 
companies recently by the Ontario 
Equitable Life & Accident of Waterloo, 

nt. 


Many Show Keen Interest 


Some time ago the Ontario Equitable 
sent the American life insurance com- 
panies a copy of its non-medical appli- 
cation, offering further information if 
desired. The Canadian company had 
88 replies, the majority expressing con- 
siderable interest in the question and 
29 wishing further details. The Ontario 
Equitable reports that 12 United States 
companies asked for particular data to 
assist in working out their plans. The 
conclusion is drawn that the writing of 
non-medical business is being widely 
considered by United States companies, 
beyond those which have already an- 
nounced the plan. 

Later on the Ontario Equitable sent 
another bulletin to all United States life 
companies, enclosing a complete sum- 
mary of the writing of non-medical by 
Canadian and English companies and 
adding the detailed experience of its own 
organization in the two years of writ- 
ing non-medical business. The Ontario 
Equitable did not enter this field until 
late in 1923, but in the balance of that 
year wrote 474 policies for $635,000 on 
the non-medical plan. In 1924 the com- 
pany wrote 1,467 policies for $1,922,160. 
The company’s total issue for 1924 was 
$6,656,745, so that about 30 percent of 
the total was non-medical and the com- 
pany expects that this percentage will 
approach 40 during 1925. The com- 
pany’s 1924 total mortality was about 
30 percent of the expected, but it has 
not yet incurred any death claims from 
non-medical cases. The bulletin states 
that other Canadian companies have 
generally reported a lower mortality on 
non-medicals than on medical business. 


Ontario Equitable Offers Aid 


The bulletin sent out by the company’s 
secretary sums up the details of its sys- 
tem in handling non-medical business as 
follows: 

“We have not issued many special 
instructions for this business. The rules 
are printed on the application. The 
present limit is $2,000; ages 15-45. Term 
insurance is not granted. Insurance for 
female applicants is limited to unmarried 
women and widows earning their own 
living. 

“We exercise great care in checking 
the answers given. An inspection is 
furnished in each case by the Retail 
Credit Company. Our practice has been 
to issue the policy without awaiting the 
receipt of the inspection. If it subse- 
quently proves unfavorable, we hold de- 
livery of policy by wire, or if it is placed, 
we recall it from the insured, usually on 
the grounds of misstatement. A quite 
small percentage have to be handled in 
this way, and the trouble experienced 
getting policies back has been negligible 
compared with the saving in getting 
them placed quickly. 

“We have the right to obtain medical 
examination in doubtful cases. We re- 
quire all questions answered by appli- 
cant and agent, and if not answered, 
the papers are returned. The result is 
that the forms are nearly always care- 
fully completed. The form of policy is 
the same for non-medical and medical 
business. 

“We have permitted all agents, both 
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FRATERNAL’S STATUS DEFINg) 





“Not Insurance Company,” Says Tex, 








































Supreme Court—Right to Raise cl 
Rates Upheld 
AUSTIN, TEX., Feb. 18.—No bene. At 
olent association is an insurance conf of dir 
pany in the ordinary acceptation of thi of St. 
term, the supreme court of Texas rug presid 
in deciding against Mrs: J. G. Wing electe 
in her suit against the Woodmen gj Crund 
the World. chairn 
“The relation of certificate holders, afm to, be 
distinguished from policyholders, is «jm fairs ' 
sentially mutual and reciprocal,” sayjmm chairn 
the opinion. “Each certificate holicfmm the © 
is the insurer of the other, and of J Mr. 
others who are members, and if it werfmm Centre 
permitted to exempt a certain part gj When 
the membership from the payment (fim P@"Y | 
dues, after they have been members ifm D&T 
a certain length of time, or after the Febru 
ebru: 


have reached a certain age, that relation. 
ship of mutuality and reciprocity, whid 
is the essence of the association, woul 
be destroyed and the burden of paying 
assessments sufficient to meet the losses 
would be shifted from the whole toa 
part of the membership, with the ie 
evitable result that the whole theory ¢ 
organization of such associations would 
be violated, and the whole fabric—nom 
too strong at best—which is built upo 
it would fall into insolvency and run" 


Issues Involved 


















The points at issue were: “Did th 
society have the right to increase th 
rate of assessment on the certificate and 
if it had such right, does the certificate 
stand charged with the lien asserted 
the society?” The supreme court holés 
that it did. 

When the rates were raised Witt 
had continued to pay the old rate, # 
serting at the same time that the order 
had no aughority to make the asses 
ment, and advising the officers of th 
Sovereign Camp that an acceptance d 
his payments would be treated by him 
as an acquiescence in the correctness of 
his contention. But the officers advise 
him that if he paid only the lower rates 



































































a lien would be put on his policy for J 
the difference. This cut down tht ; 
amount of insurance from $2,100 jm ‘'°e-Pt 
$1,493.90. that t 

Justice Kittrell after citing numero fm Preside 
authorities in other cases concluded tha A br 
a fraternal order has the right to ameni gm "CSS S" 
its by-laws and rules to increase rats gm “°SU™ 
at any time, provided it violates no ie On Dy 
eral or state law, and the members hart “0 € 
to, in effect, put up or shut up and ge yg 
out. mynee, 

were | 

— force v 

new and old, to write non-medical, bit the as: 
have not used the plan in Quebec. Com 9 Stranc 
panies adopt various discretionary pra ec, 3 
tices. $6,378, 

“To prevent an applicant getting 7g to $62 
large amount of insurance by apply Thes 
to many companies, a special bure jj markal 
has been maintained at Toronto by busine: 
Library Bureau, to which the companis#M the gr 
reported their cases. In event of dup 9 too, th 
cation the companies concerned wet influen: 
wired and all but the first one or tw Mr. | 
applied to would then demand an exa 9 to dire 
ination. I understand this system 1s bee affairs 
ing dropped and an arrangement mati as he , 
to have the agent mark the Retail Cre# manag 
Company inquiry ticket ‘Non-Medic# orce y 
Case.’ In event of duplication the rf other o 
spection company will then do the at 
vising. 

“While it is quite possible that 1 At ti 
medical business had had a tendency "IMM holders 
reduce the amount of insurance in cas@ sel, H 
say from $3,000 to $2,000, it has om the and Vi 
other hand secured business not other Elliot | 
wise readily obtainable. I believe that St. Lo: 
non-medical limits will gradually be ® bers o} 
creased, some companies already accep Vvice-pr, 
ing $2,500. Now non-medical busine Bank, | 
will be accepted on the same life 2 3® ber of | 
or two after the last acceptance. favorah 
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McVOY IS PRESIDENT 


—_———_ 


HEADS CENTRAL STATES LIFE 
Frank P. Crunden Has Been Made 
Chairman of the Board—Other 
Officers Reelected 





At the annual meeting of the board | 


of directors of the Central States Life 
of St. Louis, James A. McVoy, vice- 
president and general manager was 
elected president to succeed Frank P. 
Crunden. Mr. Crunden was elected 
chairman of the board and will continue 
to be in touch with the company’s af- 
fairs the same as he has in the past as 
chairman of the board and chairman of 
the executive committee. 

Mr. McVoy’s connection with the 
Central States Life dates back to 1910 
when he entered the service of the com- 
pany as assistant secretary. In Decem- 
ber, 1911, he was elected secretary and 


continued to serve in that capacity until | 


February, 1914, when he was elected 





JAMES A. McvVoY 
President Central States Life 


vice-president and general manager. At 
that time Mr. Crunden was elected 


president succeeding Howard C. Boone. | 
A brief review of the company’s prog- | 
ress since Mr. Crunden and Mr. McVoy | 


assumed the responsibility of directing 
the company’s affairs is interesting. 


On Dec. 31, 1913, the assets were $606,- | 


140 and the insurance in force was 
$5,278,750. On Dec. 31, 1916, the assets 
were $1,536,503 and the 
force was $23,074,674. On Dec. 31, 1922, 


the assets were $4,867,360 and the in- | 
Surance in force was $53,667,464. On| 
the assets increased to | 
force | 


Dec. 31, 1924, 
$6,378,030 and the insurance in 
to $62,299,510. 


These increases are all the more re- | 


markable considering the unfavorable 
business conditions 


force will in no way be disturbed. All 
other officers were reelected. 


Directors Elected 


. At the annual meeting of the stock- 
olders E. M. Grossman, general coun- 
sel, Hugh Stephens, Jefferson City, 
a W. H. Elliot, president of the 
St iot Frog and Switch Company, East 
Louis, Ill, were reelected as mem- 
ers of the board. Harold M. Bixby, 
vice-president _of the State National 
od Louie, was elected as a mem- 
oard. Mr. ri 
favorably ree od r. Bixby is well and 


insurance in | 


MEETS ESTATE NEEDS 





FLEISCHMAN WELL INSURED 





| Famous Yeast King Is Said to Have 
Carried a Line of Upwards of 
$2,000,000 





Insurance men will watch carefully 
the disposition of the Julius Fleischman 
estate, estimated to be worth $50,000,- 
000. It is reported that this estate is to 
be equally divided between his son and 
daughter. While Mr. Fleischman has 
had his business headquarters in New 
York for some years, he has maintained 
a residence in Florida also. At the mo- 
ment it is not definitely known which 
state he claimed as his legal residence. 
The inheritance taxes and estate settle- 
ment costs will naturally be very large 
but Mr. Fleischman is reported to have 
given this matter very serious consider- 
ation and when the facts are made avail- 
able considerable interest will be at- 
tached to them. Mr. Fleischman was 
a great believer in life insurance and 
at the time of his death was heavily 
covered. There can be but little doubt 
that a great deal of his insurance was 
taken to meet the cost of the estate 
settlement. Mr. Fleischman was listed 
as one of 150 Americans who have more 
than $1,000,000 in life insurance. He is 
reported to have been insured for 
slightly more than $2,000,000. The ma- 
| jor part of this insurance was taken out 
in Cincinnati prior to 12 years ago. At 
that time he carried $1,750,000, it is said. 

Mr. Fleischman was formerly mayor 
of Cincinnati and was a famous yeast 
king. 








/'MANY PRIZES ARE AWARDED 





_ Life of Virginia Agents Receive Fine 
Gifts in Recognition of 1924 
Records 





| | ST. PETERSBURG, FLA.—Mem- 


| bers of the $100,000 club of the Life 
| Insurance Company of Virginia, met in 
| annual convention here this week. Frank 
E. Hall, superintendent of agencies, an- 
|nounced prize winners as _ follows: 
| Forest Taylor, Florence, leading general 
agent; F. L. Whitlock, Chester, lead- 
ing district agent, both receiving silver 
coffee sets; E. Guy Kyle, Staunton, Va., 
leading special agent; L. L. Wallace, 
Chester; leading assistant district man- 
ager; P. T. Carter, leading industrial 
| agent, each receiving gold watches. Miss 
Sallie Morris, Staunton, Va., the only 
woman to qualify for membership in the 
$100,000 club, received a platinum wrist 
watch. 
| Charles G. (Buster) Brown, Rich- 
mond, the only special agent in the in- 
dustrial department and for many years 
a large producer of insurance, received 
a silver loving cup. Prevatt, 
| Lumberton, S. C., who presided over 
| the convention, was presented a hand- 
| some traveling bag. 


Home Life Convention 


| The Home Life will hold its annual 
“Honor Roll” convention May 14-15 at 


The conference of the general 
agents’ association was held in New 
York in January. 


The first publication each year in book 
form of the annual statements of all the 
life companies is in the back of the 
Little Gem Life Chart, which is delivered 
| to subscribers early in April. This is 
a five-year financial and insurance ex- 
hibit including the Jan. 1, 1925, figures 
and covering 22 important items. You pay 
no more for the Little Gem, yet this im- 
portant information, and much besides, 
is not in other vest pocket books. Order 
your 1925 copy now. The National 
Underwriter Co. 








Sun Life 
Assurance Company 


Of Canada 


HEAD OFFICE - MONTREAL 


A Statement of 
Remarkable Progress 








1924 


$137,466,000 


New Assurances Paid For.. 


Pe enddauneus $30,075,000 
rine jissmen «= 862,247,000 


Payments to Policyholders 


= rrp meme en oe $3 1 ,88 1 ,000 
paid ince coguntention, 
Ausets at December 31st... $274,130,000 


Reserves for Unforeseen 
Contingencies ........... 


Surplus Over All Liabilities 


and Contingency Reserves 


$7,500,000 
$22,107,000 


TR a i he a $4,234,000 
ene ervey in Force (Net). . $87 1 ,636,000 
WOOO. .60<eese8 $167,871,000 
Policies in force (excluding Group Policies)............< 384,113 
Employees of firms protected by Group Policies......... 30,160 


Dividends to Policyholders 


again increased 











The Sun Life ranks amongst the Foremost: 
Life Assurance Institutions of the World 


Incorporated 1865 
Began Business 1871 
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LLINOIS LIFE INSURANCE CO 














qeHnicAge 


— 
JAMES W. STEVENS, Founder 





Insurance in Force 


157 Million Dollars 


Admitted Assets 
261. Million Dollars 


Income for the Year 1924 
6 Million Dollars 


Capital, Surplus and Special Funds 
5 Million Dollars 





Since its Organization the Illinois 
Life Has Paid Policyholders and Their 
Beneficiaries 2634 Million Dollars. 


We Want Good Men 
and 
Will Pay Them Well. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 

















Miriam Hamilton 
Youngest Director 
of a Life Company 


Pre: 


J 






Women members of boards of dire. 














































tors of life companies seem to have sy. } 
denly come into play. At the meeting h ; 

of the stockholders of the Clevelanj charge 
Life, Miss Agnes Anderson, who {fg sereret 
some 12 or 13 years has been secretary J. J. § 
to President William H. Hunt, wafmg 2d bi 
elected a director of that company. Mix [mo ™ 
Anderson has a good business head, ha: fm 8°"¢T@ 
acquired much knowledge in her work fm Sota \ 
and is regarded as a competent busines fm dent ( 
woman. dancin, 


Miss Miriam Celia Hamilton, the 15 9 inferen 
year old daughter of President IsaacMgan s 
Miller Hamilton, has been elected a di. ( throug’ 
rector of the Federal Life of Chicago Mi He say 
This step was taken to protect the Ham. i 
ilton interests in the institution. Miss Mr. 
Hamilton is a pupil in Frances Parker “The 
school in Chicago and is undoubtedly made | 
the youngest member of an insurance ‘The J 
company board of directors on record Hy want 


man hz 
surance 
ness. 

Cadiga: 
a man 
Life fr 
worth | 
present 
ble’ wor 
to hea 
of the | 
that he 
pect for 
agent, « 
office. 


“To | 
never 
boost | 
incident 
who at 
in the 
effect tl 
even ki 
called h 
ner if t 
the com 
represer 
MISS MIRIAM HAMILTON “Such 
Sixteen-Year Old Daughter of Presidest J “S Doys 

of Federal Life Chosen a Director field for 

that we 

Mrs. Hamilton was killed in an auto J simply | 
mobile accident some three or four years J rection 
ago in Ohio, while the family was on & recited 
their way home from a trip through the busy, SI 
east. The father and daughter are sing: — sanizati 
larly attached. Miss Miriam is a young @ ‘unity i 
woman of great charm. him.” 
Another lady member of the board o 
the Federal Life is Mrs. Jacob Baw, HIT 
who is a heavy stockholder in the it T 
stitution. She is also a director of th 
Liquid Carbonic Company of Chicago, # Chicago 
of which her late husband was presidest Mal 
She is also a director of the Federal Se 
curities Company in which her husband 
was interested. She has taken an a& ; 
tive part in the direction of these mst The C 
tutions in recent years. Mrs. Baur 8 Passed § 
prominent in society life in Chicago, and HB ness for 
has done much charitable work. January. 
Two young women were re-electel I is one ¢ 
assistant secretaries of the Federal Lit B® Whatley 
Miss Esther Jensen and Miss Ca@ B® Chicago 
Shenk. Miss fencen started 12 yeas a magni 
ago with the Federal in the cashietS I ting the 
department. Later she became supe™ uring 
intendent of the accident and health & H Whatley 
partment and then claim adjuster. 4H 000,000, 
Shenk started as a typist, worked #9 ation of 
telephone operator, became a stenog! I sary yea, 
pher and at present is assisting the WH the Aetn 
president in supervising the life dep" I of attrac 
ment. giving; 
brokers. 





Hyde Is Promoted 


The Security Mutual Life of Lincols Un 
Nebr., has announced that M. A. Hyde, The U 
assistant secretary, has been called frow $21,098, 1: 
the field to take more important 40069 mitted j, 
in the home office. Mr. Hyde has beet for, Thi 
several years in the insurance busi0e*H} mitted } 
ane seven years with the Security ¥* 
tual. 
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President Cadigan’s 
Dancing Attitude Is 
pany Explained by Lacy 


f diree. J. LACY, second vice-president of 
Ave sud. O. the Minnesota Mutual Life in 
meeting MM charge of agencies, feels that the recent 
levelani MM veference in his address to President 
vho fe fBy J. Cadigan of the New World Life 
ora and his terpsichorean proclivities might 
nt, was. misunderstood. At the mid-west 
a general agency conference + apt x A 
T work, fag Sota Mutual Mr. Lacy spoke o resi- 
busines ag dent Cadigan and his activities on the 

dancing floor. Mr. Lacy states that the 
the 1M inference might be drawn that Mr. Cadi- 
t Isaac gan secured an agency organization 
ed a dif through the medium of the dance floor. 
-hicago, MM He says in this connection: 





* _ Mr. Cadigan’s Indefatigable Work 

Parker “The reference to Mr. Cadigan was 
ubtedly HP made in connection with my talk on 
suranct J ‘The Job of a General Agent,’ in which 


I wanted to emphasize the fact that a 
man had to eat, think and sleep life in- 
surance to make a success of his busi- 
ness. To prove that fact I cited Mr. 
Cadigan as an outstanding example of 
a man who had built the New World 
Life from a company without a dollar’s 
worth of business on the books to its 
present standing, through his indefatigi- 
ble’ work along agency lines, in addition 
to heading the investment department 
of the company. I referred to the fact 
that he never hesitated to secure a pros- 
pect for an agent, an agent for a general 
agent, or a general agent for the home 


office. 
Dancing Incident Related 


record. 


“To still further demonstrate that he 
never overlooked an opportunity to 
boost for business, I referred to an 
incident recited to me by E. B. Sherwin, 
who at that time assisted Mr. Cadigan 


Million Dollar Man, 
Former Army Officer, 
Favors ‘‘Flank Attack”’ 


OHN W. HEISSE, son of E. W. 
Heisse, manager of the Baltimore 

office of the Aetna Life, who has 
recently been appointed assistant man- 
ager there, paid for over $1,000,000 of 
personal business, exclusive of group in 
1924, putting him third among Aetna 
producers. Captain Heisse is 31 years 
old and has been an active member in 
the life insurance work since May 1, 
1921, when he was placed on the retired 
list of the regular army. 

He believes in applying the lessons of 
military tactics to the sale of life in- 
surance. For instance, the flank attack 
is usually much more successful than 
the direct frontal thrust. This principle 
of warfare he is using today in increas- 
ing his sales production. 

He has evolved two methods of the 
“flank attack.” The first is through 
educational policies. A graduate of the 
University of Pennsylvania and a stu- 
dent of Dr. S. S. Huebner, he realizes 
the value of a college education. As 
Captain Heisse put it: 

“The theory today is that a college 
education is getting more and more 
necessary and it is becoming imperative 
that the children have a college educa- 
tion to secure them a fighting chance in 
life’s battles. A college education may 
not have been important to the old men 
of today but it will be to the youngster, 
for we are rapidly getting to an age of 
specialization where higher knowledge 
is essential for success.” 


Opening Through Educational Policy 


It is on this argument that Captain 
Heisse secures his opening. He makes 
his flank attack on a man’s greatest love, 
his children. Then, when he places the 
educational policy, he gets his client to 





in the investment department, to the 
effect that on a certain occasion he had 
even known the ‘chief’ (as we loyally 
called him) to have asked a dance part- 
ner if there was not some good man in 
the community who would make a good 
representative for the New World Life. 

“Such action, of course, always made 
us boys who were at that time in the 
field force of the New World Life feel 
that we had a real man behind us. I 
in auto: #% simply want to make clear in this cor- 
ur years # rection that the incident was simply 





resident 
ector 





was oo #@ recited as a sidelight to show how a} 


yugh the busy, successful man, loyal to his or- 
e singt: J ganization, never overlooked an oppor- 
a young #™ tunity in boosting for the man under 


him.” 
board of 
> Bat | HIT THE TWO MILLION MARK 
r of 





Chicago, HM Chicago Office of the Aetna Life Is | 





resident Making Splendid Record in the 
jeral Se- Big Ci 

husband ig City 

1 an at 

se insti The Chicago office of the Aetna Life 
Baur 8 #® Passed $2,000,000 a month in new busi- 
ago, ness for the first time in its history in 


January. The Aetna Life organization 


e-elected is one of the livest in the city. S. T. | 
ral Lilt, Mi Whatley, the manager, who went to | 


s Cat RE Chicago from Pittsburgh, has built up 
12 yeu* RE a magnificent organization and is put- 
cashiers ting the Aetna Life well to the front. 
e supe’ During March, April and May, Mr. 
ealth de W hatley has set the production at $10,- 
ar. 000,000, this to be done in commemor- 
orked # ation of the Aetna Life’s 75th anniver- 
stenog™ BE sary year. Mr. Whatley has popularized 
the vit BB the Aetna Life in Chicago, being a man 
> depatt BE of attractive personality who believes in 


giving real service to agents and 
rokers. 





Lincols, Union Central’s Fine Month 


A. Hyde, alt Union Central Life states that 

. 1,098,152 in new business was sub- 

nt du fitted in January; $15,495,978 was paid 

or. This was a gain of $1,000,000 sub- 

mitted business and $2,500,000 in paid 

wd — compared with January of 
r. 











talk about himself and his insurance. He 
| soon discovers whether the man needs 
more insurance. If he does, he works 
out an insurance program for him. 

| He has found that through the open- 
| ings made in the flank attack on the 
future of the man’s children, of securing 
| them a college education and a real start 
| in life, he has been able to get next to 
| the prospect and get him to talk about 
| his personal matters to such an extent 
| that in very many cases he has written 
| much additional business. 

“My biggest policies,” he said, “have 
been written solely through this open- 
ing. 

“Old Age Pension” Argument 


| 


His second plan is based on the fact 
that most people are keenly interested in 
| themselves and their personal welfare. 

He terms it “old age pension.” Inde- 
| pendence and comfort in old age are 
his slogans on this type of flank attack. 
| He uses with telling effect the United 
| States government figures showing that 
| out of 100 men at age 25 only five are 
| independent at age 65—and one of that 
| five wealthy—while only five more are 
| able to earn a livelihood at that age; that 
| 54 are dependent upon charity for sup- 
port while the rest are dead at that time. 

“And if only one man out of the orig- 
inal 100 is wealthy at age 65, and but 
five are independent,” he tells his pros- 
pect, “aren’t the odds rather stacked 
against you? 

“Of course you have dreams of suc- 
cess. Maybe they will come true. Per- 
haps they will not. I hope, sincerely, 
that they will. But—if they do not, 
won't it be nice to have a nest egg to 
fall back upon? An income that will 
guarantee your being independent in old 
age, of spending your autumn of life as 
it should be spent, in comfort and ease, 
free of all worry and care instead of 
possibly being dependent upon friends, 
relatives or charity for support.” 


Paul H. Kremers, general agent for 
Penn Mutual Life at Milwaukee, is now 
traveling in the south where he plans to 
spend the remainder of the winter. Mr. 

remers left Milwaukee Feb. 12 and will 








Opportunity for Managers 





WE MUST HAVE GOOD MEN 





Agency Openings 


in 
Michigan 
Ohio 
Pennsylvania 
Indiana 
Illinois 


Iowa 














The Bankers Reserve Life, now in its 28th 
year, is doing business in 40 states. Total 


business in force, nearly 


$100,000,000.00. 


With the return of prosperity this com- 
pany is making an expansion drive of large 


proportions and with gratifying results. 


To capable men of experience who aspire 
to be managers, this company offers real co- 
operation including the assistance of our 
trained field men, and a variety of policies 
with liberal contracts easy to sell and un- 


rivaled. 


If interested, write or wire today. Cor- 


respondence confidential. 


The Bankers Reserve Life Co. 


R. L. ROBISON, President 


HOME OFFICE 


OMAHA, NEBRASKA 


Assets, $15,000,000.00 











EDW. G. SOURBIER 
President 


Age of this 
Institution— 
15 Years! 


Public Savings Building 












Secretary 
Life Insurance 
rte ~ in force 
\\ Ordinary " uy °. more than 
\ Lire eg yg $89,000,000 


Get the Reason! 


PUBLIC SAVINGS INSURANCE CoO. 


: : : +: Indianapolis, Indiana 


PROTECTION FROM AGE 1 DAY TO 65 YEARS 














be gone from his offices about one 
month. 





AMERICAN LIFE 





REINSURANCE CO. 





OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 





Prompt Service From Both Offices 
Maximum Security to Treaty Holders 
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A. C. BIGGER FRED D. STRUDELL MORTON BIGGER 
President Vice-President 
Cc. W. SIMPSON BERT H. ZAHNER 
Medical Director Chicago Manager 
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The 
Trained Seller 


The agent who takes 
time to study his policy 
contract, good insurance 
journals, the practices of 
his company and the insur- 
ance needs of his commun- 
ity will sell a greater vol- 
ume of better business. 

Tests made to determine 
the sales of the trained 
agent make it clear that 
the agent who goes after 
and eagerly accepts all the 
information he can collect 
and utilizes his own expe- 
riences is in the business 
to stay. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 





IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com-~ 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen: 

Exceptional opportunities for capable, experienced salesmen. Attract- 
ive first year commissions and liberal renewals. References required. 
No advances, 


Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 











Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 
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Business issued in 1924 and amount in force December 31, 1924, in various commonwealths | 

















ILLINOIS 














_————— oo 


Issued 
2,878,075 
. 1,280,355 





U. 8S. Natl. 
, Aetna Life 45, 853, “sis 
Amer, Central, Ind.. 816 
Amer. Life Re-Insur. 

Bankers Res., Neb... 
Columbus Mutual, O. 
Connecticut Mutual.. 

Guardian Life, N. Y. 208,520 
Mutual Benefit Life. 15° 123,787 
Metropolitan Life. .201, 930,544 
Northwestern Mut.. . 38,442,470 
Northern a? 

National Life, pee 

Pan- American Vite.” 
State Life, Ind. 5,942,867 
Wisconsin Natl. Life 794. 643 
Western & Southern.14,712,707 
Travelers 63,548,090 
Natl. Life Assoc., Ia.15, "116,500 
Guarantee Fd. Life. 29,494,500 
Natl. Bankers, Ill. 49,70 0 
West. & South. .Ord. 4,692,900 
West. & South..ind.. 10,019,807 
J. Hancock Mut. Ord.12,247,029 
J, Hancock Mut.Ind. 7,937,961 
Pyramid Mut. L., Ill. 880,655 


5, 857, 680 


In Force 
11,197,313 
1,228,994 
143,129,196 
96 


137,634,945 
793,147,785 
318,888,697 


18,215,001 
2,701,340 
26,300,259 
214,937,341 
84,537,500 
161,153, +4 
93,600 
10,647,500 
15,652,759 
76,384,486 
41,530,349 
560,253 





NEW YORK 








| 








New York Life... 
Connecticut Mut. ,599, +44 
G. Aerie Frat. O. Mo. 166,5 
yuard. L, N. Y..Ord.10,372, 340 
Guard. — Y...In ve 
Aetna Life. 02,272 
Aetna Life 19, 534 
51,450 


U. 

Northwtrn, Mutual. 45,157,475 
ist J. Wr. Fr. Eagle 66,000 
Home Life, N. Y. 7,571,274 
Mutual Benefit 43,113, 868 
J. Hancock Mut.Ord.58,644,479 
J. Hancock Mut.Ind.47,482,676 
Unity Pro. As., N. Y. 2,886,380 
Travelers Ord.143,037,064 
Travelers Gr.62,987,426 
Natl. : » N. Y¥.16,568,975 
Polish Natl. Alli.... 449,000 





8,803 1,013,969,996 


116,092,645 
263,000 
49,558,321 
70,239 
212,857,597 
109,747,596 


3,263,250 
415,917,624 
1,048,250 
45,949,213 
294,874.949 
311,244,228 
269.685.786 
2,402,035 
680,431,769 
161,994,787 
22,547,525 


4,943,300 











MICHIGAN 














| New England Mut.. 
Midland Mut., O..... 
| Philadelphia Life.. 
Amer. Nat., Tex..Ord. 
| Amer. Nat., Tex...Gr. 
[ ~~." Nat., Tex.. Ind. 
Pub. Sav., ind....Ord. 
Pub. Sav. gee 
Union Cent. Life. 
Cleveland Life. 
Equitable, N. Y. ‘Ord. 15, 348, 383 
Equitable, N. Y...Gr.18,946,035 
Great Western, Ta.. 
Pacific Mut. Life.... 
Merchants Life, Ia.. 
Northern State, Ind. 
| Guardian Life, N. Y.. 
| Great Northern L... 
Reserve Loan Life.. 
Lincoln Nat. Life.... 
| U. S. Nat. L& C,.Ord. 
| U. S. Nat. L. & C..Ind. 
New York “oe 
Home Life, Bes 

Old Colony Lite Til. 

| Equitable Life, Ia.. 
National Life, Vt.... 
| Massachuetts Mut... 
| Union Mutual, Me.. 
| Detroit Life 

Detroit Life 
Columbus Mut., O.... 
| Conservative Life.. 
Conservative L., Ind. 
| Mut. Trust Life, Til. 
| Bankers _ > Neb... 
| State Life. 

Bankers tite, Ta... 
Mutual Life, N. _ ae 
Ohio Natl. Life...... 
Peoria Life .826, 
Wisconsin Natl..Ord. 1,012,2 
Wisconsin Natl..Ind. 

Amer. Central, Ind.. 1,298,162 
Travelers .......Ord.10,464.540 
Travelers Gr.21.315,.840 
| Connecticut Mut. 3,090,346 
Northwestern Mut.. 

} Amer. Life, Mich. 
| Kansas City Life.. 
Rockford Life 
Aetna Life 
Aetna Life. 
Roman Stand., “Mich. 
Continental Assur.. 
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1, ‘894. ‘878 


110,166,084 
101.000 
154,278 


Gr.17,212.910 
467.438 
. 2,675,300 


24. "308.245 

283,398 
66,442,155 
25,090,249 
78,000 
53,477 
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a4. 263.842 
85,534.819 
11,465.978 
18,664,956 


2.430.746 
19 


4.044.825 | 


49,441,404 
38.241.898 
13.955. aaa 


35, 506 578 | 
99 000 
139.378 


35.491.920 
3.219.910 
4,963,209 


| Issued 
| John Hancock...Ord. 8,530,147 
| John Hancock...Ind. 9,306,269 

| Massachusetts Prot. 97,000 

Westn. & South.Ord. 5,362,250 

Westn. & South..Ind.11,347,254 67,24 
Metropltn, Life. .Ord.43,443,586 1686 9614 
Metropltn. Life...Gr. 3,786,054 18771 
Metropltn. Life. .Ind.29,435,775 115 439.0% 
Mut. Benefit Life... .24,244,358 145,837,4% 








———SF 


| NEBRASKA 





Mass. Protect. Life.. 17,000 17,000 
Equity Life, Neb.... ° 4,705 
American Cent., 395,11 
Aetna Life . 2 15,184.81 
State Life, Ind $ 8,378,702 
Omaha Life, Neb.... ,188 

Ohio National 
Capitol Life, Colo... 984.458 
Conn. Mutual 6,318,448 
Guaranty Life, Ia.... 1,312,7 
American, Tex 2,109.71 
Pacific Mutual....... 3,7 
Metropolitan ........ 
Mutual Benefit 
Travelers 


——_, 





4, 
805 i 


839 
14, ‘9946 








| OKLAHOMA 
| 











34,500 
347,561 
1, 268, 417 


Mssachusetts Prot... 
United Life, Okla... 
United Fr. Soc., Okla. 
| Modern Brotherh., Ia. 
Knights of G. S., Ok. 
Heralds of Lib., Ola.. 
Sov. Camp, W. of W. 
Sup. Forest Wood. C. 
Western Pro., Okla.. 
Amer. Mut. B., Tex.. 
Legal Union, Okla.. 
Mod, Order Praetor. 
Woodmen Aone. ° 
Carpathians, Okla. 

Capital Life, Colo. 

Guarantee Fd., Neb. 
Security B. f Kan. 
United Com. Trav... 470, 000 
Rankers Res., Neb.. 756,5 

Natl. Life Assn., . ae5'000 
Aetna Life 6,432,975 
Travelers 2,731,887 





202,263 
721,000 
19,000 
1,015,650 
34,000 
660,500 


| KENTUCKY 
DR cnbiteniaiaaadl 2 


Travelers 
Travelers 


Pan-American Life.. 
Pacific Mut, Life.... 
Metropltn, Life..O 

Metroplitn. Life...G 
Metropltn, Life.. 
Mutual Benefit 

Westn. & South.. 
Westn. & South.. 
Northwtrn. Mut. 
Massachusetts Prot.. 


” 5/269,609 
Life 6,643,900 
95,000 


=F 


NEW JERSEY 
—_— 


ee 

















Ordinary 
14,207,980 
232,134 
4,437,867 


Aetna Life er 
Bankers Life, Ia 2,08 4 
Conn. Mut. Lif 
Continental As., ° 553,730 
Equitable Life, Ia... 2,142,363 
Eureka Maryland... 
Lincoln Natl. 
Metropolitan Life... 
National Life, Vt 
Ohio Natl. 
Pacific Mut. Life.... 
Peoria Life 
Sun Life, Can. 
Travelers 
Bankers Reserve 
Guardian a” N. ¥. 
Home Life, N. Y. 
John Hancock Mut. 11,533, 1829 
Mass, Prot. Life.. 73,¢ 
Mutual Benefit .. 
Northw. Mut. 
Philadelphia Life "353.5 
Group 
4,148,965 
. 8, 868,65 7 
707,700 
10,634, 31 3 


252,250 
Industrial 


| Metropolitan Life... .55,132,658 2 
| Guardian Life 
| John Hancock 





110, "000 
19,568 


Aetna Life 

Metropolitan Life.. 

Sun Life, C 
ravelers 
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8,624.98 
aa 





. 961,55% 


50,2480 
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STATE. LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 





CONSERVATIVE 


The Growth of Oak The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 














Story of the INTER-SOUTHERN LIFE 


A GOOD COMPANY 


This is our fifth advertisement 
on what makes a good company. 


OWNED BY THE COMPANY 





Continuity of employment and sufficient remunera- 
tion to meet the need and requirements of representa- 
tives and associates, depend upon many considera- 
tions. It is quite necessary that both the company 
and the representative create a reasonable degree of 
local popularity in each community, by doing the 
things they — to do, Much also depends upon 
the general ability, energy and integrity of both the 
company and the representatives. Then it requires a 
period of years—and this is where age is essential— 
for using this energy, ability and integrity in render- 
ing a broad, liberal and essential service to others. 
It also requires a high degree of personal responsibil- 


ity on behalf of the representatives and the executive 
family in order to build a conception and practice of 
service, and supplement it day by day. 


This company has nineteen years of honorable 
dealing to its credit. In many instances it has gone 
far afield to render service, and do and perform all 
of the things that its representatives and its policy- 
holders have a right to expect it to do. It has prob- 
ably been one of the pioneers in effecting just that 
kind of a representative organization that makes each 
unit function as effectively as if the entire organiza- 
tion were at the point of contact. 


STATEMENT OF PROGRESS 


Total 
Admitted 

Jan. 1 Assets 

Sindd 6tbabee ce ceuisecwse $ 326,508.78 
et errr ere 1,719,228.64 
i ery 4,506,612.89 
Dt thicdtaswdseehesesass 4,664,170.30 
Didétcenenesiesseenens 4,820,779.76 
Dl iiiboeedhbessgecenae 5,494,297.54 
hi. chisdnthess+eteenes 6,143,069.31 
i ibsssdiidutien ken oetns 6,873,447.45 
Dt chitecastiae tenes as 7,371,274.27 
Te ae eae 10,464,497.66 
i batdnaqetetsacdrseoes 11,685,843.98 


Reserve and 
Insurance to 

in Force Policyholders 
$ 3,182,597.00 $ 271,952.37 
15,088,585.00 930,680.98 
36,260,222.00 4,396,139.55 
37,000,000.00 4,542,698.10 
37,800,000.00 4,803,670.12 
45,569,851.00 5,386,694.08 
57,901,271.00 6,045,958.52 
59,204,201.00 6,773,280.06 
62,591,398.00 7 28 21 
10,391,747.71 

101,580,000.00 11,497,586.61 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


Nineteenth Year 


JAMES R. DUFFIN, President 


LOUISVILLE, KENTUCKY 


IS A GOOD COMPANY 
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Another Dividend Increase 


Another sizable dividend increase, in 1925—following a sizable 
increase in 1924. Penn Mutual “low net cost” is real!—and it 
helps the Agent. 

A life insurance prospect should take cost into account, 
while insisting on quality, just as he does in buying commodities. 
Why not? 

PENN MUTUAL low net cost is notable, and our life insur- 
ance service is in the first rank of quality. 

In addition to the dividend increase we have further liberal- 
ized, and simplified, an already splendid contract—a highly intel- 
ligible document for Policyholders. 

We welcome men and women of ideals, ability, and con- 
scientious industry. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 









































MUTUAL LIFE 


im GLOB INSURANCE COMPANY 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 








Results for 1923 
GAIN IN INSURANCE IN FORCE............... 83 per cent 
Se St ES, Coen ta psec ccéce de sccscdeo ses 31 per cent 
EE ee REE 26 per cent 
cea beai 23 per cent 
AVERAGE GAIN IN ALL ITEMS................ 41 per cent 





This is away above the average of all Life Insurance Com ies in the 
United States combined. It is a record we are very proud of and it shows 
how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
T. E. BARRY, President, General Manager and Founder 
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THE Company with the personal contract offers ex- 

cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 
development. 










Write or wire for further information 
















SAN JACINTO LIFE INS. CO. 
Beaumont, Texas 


H. M. HARGROVE, President 































INDIANA 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY NEBRASKA 


OHIO ILLINOIS IOWA MICHIGAN 



























SOME THINGS THAT WILL AFFECT THIS | 
YEAR THE BUSINESS OF LIFE INSURANCE 


(CONTINUED FROM PAGE 4) 





when I told them they had to pay $235 
for a binder they used to buy at $115 
they said they couldn’t afford it; they 
would buy some extras and fix up the 
old one.” 

I got the same story in southern Min- 
nesota, in Iowa, Nebraska and other 
states, not only as respected wagons 
and binders but all other manufactured 
products that farmers use,—building 
material, fencing, paints, etc. 


Stored-up Orders Are 
Being Released 


The farmer wasn’t on a buyer’s strike 
except to the extent that he had to be. 
Now the result of that is that the farm- 
ers of this country have a tremendous 
amount of stored-up orders for the 
manufacturing industries of the country. 
Sooner or later these wagons and grain 
binders and fences and barns have to be 
repaired or built. They have been ac- 
cumulating during this period of farm 
depression and manufactured product 
price inflation. They have been storing 
up a lot of orders that are coming to 
the industries just as soon as the farmer 
feels that there is an equality between 
the price of his product and the product 
he has to buy. 

With the coming of the revival of 
farm prices in the middle of 1924, and 
since then, that equality of price has 
been reéstablished, and if you take the 
balance sheets of Montgomery Ward, 
Sears-Roebuck and the other mail-order 
houses, you will find that they have re- 
flected very promptly the improvement 
in the agricultural condition. 


Larger Sales of Insurance 
Will Be the Result 


Now, some people say, “What does 
all this mean to the fellow soliciting in 
Cleveland, Milwaukee or New York?” 
It means everything to them. When 
the farmer buys, the activity that he 
sets in motion projects itself back 
through the entire structure of Ameri- 
can business, back to the very source of 
the raw material that goes into the prod- 
uct that he buys, and it comes down 
through the factories, through the trans- 
portation system, the wholesaler, the 
jobber, the retailer and back to the 
farmer again. 

What does it mean to this cify? It 
means that the factories are going to 
have renewed activity when the farmers’ 
orders come through, and the orders 
will increase as the farmers’ buying sea- 
sons come on. It means that labor is 
at work. It means that the wholesaler, 
the jobber and the retailer are all doing 
more business, and that they will patron- 
ize their neighbors among the profes- 
sions and in other lines. It will reflect 
itself through the entire structure. It 
will create in Cleveland and every other 
city in the country a greater buying 
power and a greater need for the prod- 
ucts of the farms in 1925. It will ex- 
emplify what too many of our public 
men do not recognize: the absolute in- 
terdependence of all lines and classes 
upon one another. 


Farmer Is More Hopeful 
at the Present Time 


The farmer is optimistic today with 
perfectly good reason; he knows that if 
the world eats this year’s crop it is go- 
ing to pay a good price for next year’s 
crop. All the available data shows that 
the world will consume completely the 
products of the world in food produc- 
tion this year. 

I have talked with our metal trades 
people in Milwaukee, our boot and shoe 
people, men in other lines of industry, 
and without exception I find that they 
are adding to the number of employes, 
that their bookings of future orders are 
much larger now than they were at the 
same period a year ago. It is mani- 











festing itself, and as I say, the influence 








——= 
of this renewed buying power on th 
part of the farmer will gather momep. 
tum as we go along. 


Europe at Work Will 
Help the Export Trade 


There is another very important cop. 
tributing factor that justifies this faith 
in the future in my opinion. For six 
years, from the close of the war until 
just recently, Europe has been com. 
pletely out of balance economically, |t 
has been almost demoralized politically, 
and that tremendous influence upon ow 
own condition has been dead, so far a 
American business is concerned. With 
the restored confidence that has come to 
Europe in the last six months, there js 
reason to expect that the conditions over 
there are going to very directly and 
favorably atfect our own conditions. 

Europe is at work; she is creating a 
need for our manufactured products, for 
our raw materials and for our food prod- 
ucts. Europe at work is not only creat- 
ing the need for these things, but is 
also creating the means with which to 
buy them. 


Foreign Trade Paper Is 
Open to Rediscount 


Arrangements were made during the 
past year under which our federal re 
serve banks have been opened to the 
rediscount of foreign trade paper. The 
best informed men that I know of re- 
gard it as one of the most far-reaching 
and important things that has come into 
the foreign situation. It has, without 
treaties, without borrowing, extended the 
full credit of the American federal re- 
serve system to responsible foreign 
buyers wherever located. It is bound to 
reflect itself in the foreign trade, with 
these countries at work and in need of 
our products. 

It is true that the pessimist sees the 
competition that will come with Europe 
at work. There will be competition, of 
course, with our own production, but 
that competition won’t be anything like 
as important as will be the renewed 
activity over there in its ability to pur 
chase our products. 


Recent Election Favorable 
to All Business Lines 


It is in no partisan sense that I refer 
to what I believe to be another reason 
for feeling that we are facing a period 
of healthy business activity. 1 think we 
all recognize that the results of the elec- 
tion last November gave American bust 
ness new confidence and new courage 
for two very outstanding reasons. Ia 
the first place, business is assured that 
there will be economy in our national 
administration. In the second place, 
and even more important, is a reasom 
able assurance that there will be stabil- 
ity of policy for at least four years. That 
means that American business is goimg 
to project its plans over longer spaces 
than it has been doing in the past three 
or four years. You know that a halting, 
hesitating business is an unhealthy, u 
stable business, and yet that is what 
business has been doing from day © 
day and month to month, rather than © 
plan over a period of years. : 

With this confidence that exists and 
faith in the future, American business § 
today projecting its plans over a pet! 
of years, and this brings confidence into 
all business. It creates needs, the kiné 
of needs that you life underwriters 
so well equipped to satisfy. It creates 
the buying power with which to satisly 
those needs. aS 

To summarize briefly, conditions 
day, in my opinion, are decidedly favor: 
able to our business. Business men a 
optimistic. They are planning 
courage and confidence. They are Pm 
jecting their plans over a longer pe 
of time. This creates needs. 

It is up to us to capitalize this sit 
tion. Unless we do, we are going 
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lose the opportunity that is before us, 
because life insurance was never sold 
over the counter in any material volume, 
NCE and it never will be. The business pub- 

lic of the country, and the individual 
even if conscious of the service that life 
—— insurance could be to him, will not come 
to you and ask for it. If we are going 





Brow! to capitalize this opportunity it is up to 
; us to go out and carry the message of 
our service to as many people as pos- 
sible; to carry that message to them in- 
telligently, to carry it to them with a 
fant con. sense of responsibility to the clients 
his faith that we serve. An appreciation of that 
FE . responsibility will help us get the con- 
. ig fidence of the prospect so necessary to 
ead = dealing successfully with him. 
cally. It Clean Methods Are Certain to 
olitically, Win Public Confidence 
pon our If we are to adopt the standards and 
sO far as the methods of small competitive mer- 
d. With chandising organizations, the public will 
Come to classify us upon that basis. Unfor- 
_ there is tunately, there are too many in our 
lions over work who profess high standards but 
ctly and do not practice them. Those professions 
tions. that occupy a high place in public esti- 
eating a mation were not put in that place by 
lucts, for the public; they got that place only when 
od prod- the men within the calling established 
ly creat. high standards and observed those 
» but is standards themselves, and required those 
which to who came into the calling to observe, if 
they were to be recognized as profes- 
s‘onals. 
After the medical, legal and other pro- 
; fessions established the standards, lived 
ring the up to them, the public then wrote those 
leral re- standards into law and gave the repu- 
1 to the table men and women in those callings 
er. The the protection that they are afforded by 
w of re statute today. The public will never lift 
reaching us to a high plane in professional classi- 
ome into fication until we put ourselves not only 
without by profession but by practice on that 
nded the olane. 
Jeral re- . 


foreigs B} TROUBLE WITH EXCAVATION 
bound to 
de, with ve 
hy Connecticut General New Building Op- 


eration Endangers Surround- 


— te 





sees the . 

| Europe ing Peaperty 

tition, of 

ion, but HARTFORD, CONN., Feb. 16.—The 
ning like Connecticut General has had cause for 
renewed much anxiety in the past week over the 
- to pur excavation for its new building. Sev- 


eral days of rain caused the hole to fill 
up with water and a nearby building to 
sag and crack. 

Some 30 husbands coming home for 












I refer lunch one noon found that their families 
r reason had all been put out because the shoring 
a period alongside this building had given away 
think we and there was danger of the entire build- 
the elec- ing falling. Much confusion reigned as 
-an busi- pumps worked on the excavation day 
courage and night to keep the water out of the 
ons. In hole and wires were sent to New York 
red that for expert shorers to try and keep the 
national building from falling. 

d_ place —_——__. 

sees International Life Leaders 
That Ed L. Strohecker of Washington, 
is going D. C., who recently was appointed gen- 
r spaces eral agent for the International Life of 
vst thee St. Louis in the District of Columbia, 
“halting turned in a total of $541,500 for his 
thy, ut agency the first month he was on the 
ig what job. Officials of the International Life 

day to are confident that the new agency will 
- than t0 Prove one of its big leaders for 1925. 

The agency was the leader for January 
ists and with Beggs & Co. of Pennsylvania sec- 
siness 8 = $450,000, and the Weinberg agency 
a peti Maryland third with $381,500, The 
nce into nternational produced $7,832,000 in new 
the ki sanmness in January compared with 
iters afe : eee in January, 1924. The gain 
- creates 1s but slightly below the average ex- 
» eal pected to enable the company to pro- 
ro $100,000,000 in new business during 
ions te “i 
vor: 
Ae po iat, Little Gem” is the “original and 
* of the vest pocket books show- 
1g Af Premiums, policies, dividends, ete. It 
are pro ead in its 23rd year and was started 
r pe “ee late Sampson Dawe of Boston, 
is situa he 
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There are plenty of cross word puzzles appearing in 
the field of action every week, such as getting prospects, 
ascertaining their needs, building interviews and complet- 
ing the business. 


Home Office service can be of value in solving each 
one of these problems. 


The organization of The Lincoln National Life Insur- 
ance Company, builded by officers who have carried rate 
books themselves and who know the difficulties of the field 
and their solution, gives every assistance to the fieldman’s 
problems. 


Departments are constructed and arranged for aiding 
the dispatch of business. The splendid spirit of the Home 
Office personnel makes the most of the opportunity to co-op- 
erate effectively with the men who write the business. 


This arm-in-arm service between the Lincoln National 
Life Home Office and its field force eliminates many a 
cross word; it helps solve the common field problems and 
presents another reason why it pays to 
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The 


Lincoln National Life 
Insurance Company 


*“*Its Name Indicates Its Character’’ 
' / Lincoln Life Building Fort Wayne, Ind. 
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Now More Than $345,000,000 In Force 
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ing a prospective salesman? We founj 


SELECTION OF AGENTS | 2: successful managers were informing HM that 


themselves twelve their 
(CONTINUED FROM PAGE 6) points. 


“A few years ago when the Phoenix 1, Ability to Establish Confidence ip I pusi 
Mutual made a survey of the life insur- | 4 Client. How many physicians ap suffi 
ance market it discovered that the | 8teater successes today because ther Hi thou 
reason that many people liked insurance | Patients have absolute confidence in HR deve 
but didn’t like the life insurance agent | them? Success in rendering life insu. 10 
was that the greater number of men | 4mce depends partly on a salesman’ Beer 


* 

E i ] | 1rée Mt It | ial representing life insurance in the selling | ability to establish this relationship t 3 ance 
end of the business were not equipped | his client. Does he establish confidence i frst 
either by selection or by training to | im you as he tells his story? Has ly Ti 

Li f I Cc senna service. There were approx- pane pd Rim cage: Ay nllpneee Be for ¢ 

imately 150,000 to 200,000 men repre- | ‘ L r : av’ ence ance 

’ ie insurance ompany senting life insurance compnaies. Most | i" him? Does his voice ring true? Doss that 

of the business was being produced by he appear to be sincere? Are his map. Why 

ners and his appearance acceptable? coun 


i h , wh 
of the United States a very small percentage of the men, who ®. Business’ Experience. Eins he SIN Gn 


by their own initiative had become of |,. . ; : 

the new type. The others were building his business experience come in contact his fp 
a sales resistance for the competent man with people? Is he out of employment is he 
to break down. When we reached this | 4t present and seeking a temporary 9 retur 
conclusion from our survey, we set makeshift ? Has his business experience do? 
about to build a whole sales organiza- | been continuous with no gaps in it? 11. 


KANSAS CITY, MISSOURI tion of carefully selected, well trained | Have there been too frequent changes? of at 


men who could enter into the client’s | Success in life insurance depends on asa 
problems and serve him in the capacity rendering high type service to an ever. indiv 


of expert counsellors on insurance growing clientele. J y stan¢ 
matters. 3. Ability and Experience in Manag. 12. 


ing his Own Time. Has the applicant man 
First Problem Was to a history of being industrious in a type tively 

Recognize the Right Man of work having discouragements and dowr 
; : difficulties? A man may be able to work who 
VIVAVAV AV AP AAP AP Al ab abalalalalaralalalalalabaealalalababalabalaélalalalaralaélabababard “Our first problem was to recognize twelve hours a day at manual labor and wher 
this type of man when we met him, or | not one hour at selling. Has the appli- his n 
in other words to know so much about | cant been accustomed to certain allotted tive i 


“SAFE AS A GOVERNMENT BOND’ his job that we could select the right | duties? ot 
man to fill it, the man in whom we appli 


fae 
if ‘ could confidently invest money, training | Present Dark Side of Work think 
\ y and co-operation, and feel that the| to Prospective Agent ion fs 
Non money had been well invested both he pi 


LIFE, HEALTH, ACCIDENT ~° MONTHLY INCOME INSURANCE from a mercenary standpoint and also| 4- Persistency to Carry Through De 3 
from the standpoint of service to our | SPite Discouragements. Our managers °°" 
have found it a fair thing and a profit- 


Siddall ATES! POLICIES AND AGENCY CONTRACT BatUUSd NMED | clients. We solved this problem to the a. daar ax eas te cana 


. a aki A. 
Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus son A Age wg y Fn ny Bg difficulties of the business to the appli- 
description of the salesman’s job. From | cant. The manager has asked the appli- Th 
this description we determined what | Cant to lay all his cards on_the table and annu: 
characteristics our representatives must | 80 should the manager. Can the appli- 9 show 
cant weather these difficulties? 466,01 


have and from this we developed our pemee er ater ; 
selection system. _ 5. Initiative. Originality and imag- come 
ination combined with common sense Its as 
: Had Agency Staff Go and initiative are at a premium in ren- 873,06 
The Mutual Life Insurance Company of New York has a Over Detailed Reports dering service of the new type. Does J reser 
record of EIGHTY YEARS of prosperous and successful bus- “In the first place we designed a set | the applicant in telling his story or in J 000; ; 
his responses to your questions give the creas 


: j i rs of blanks, which when completed would | ! ; tic 
iness. It has passed through panics, pestilence and wars un bring to pur branch office tanagers the | impression that he can originate a pro- (M carne 


harmed, and to-day, as a result of eight decades of endeavor, basic information necessary to form an | gram of insurance service for a client? [i 6.38 | 
offers financial strength, reputation, magnitude, leadership, and intelligent opinion of a man’s ability to | Ask him how he would handle certain were 
life insurance service. render the new type of service for the | Situations, giving him facts with which $4,00( 

Phoenix Mutual. Some of the informa- | he is familiar. ’ the y 
a oe. 8 tion was the recorded impressions of 6. Intelligence—Education. The type The 
Those considering life insurance as the branch office managers which had | Of counsellor service which is expected been 


a profession are invited to apply to been gained from several interviews, | Of the Phoenix Mutual representatives amou 
some had been recorded by the applicant | requires a well educated man. Educa & aside 
tion, however, is something more than does ; 


. 
and some had been gleaned fro er- . A 
The Mutual Life Insurance Company sons aim had known Tne poate hae institutional degrees. Can the applicant possil 
of New York as previous employers, Retail Credit in- | express himself well? Is he mentally tracts 
When the manager had | alert? What does he read? Is he some 


formants, etc. . " - A 
reviewed this information and made his | Widely informed? A salesman must be J ‘\mer 
of a « 


34 Nassau Street, New York decision he sent these records to the | able to enter into other men’s interests, 

agency staff consisting of vice-president both business wise and otherwise. east | 
and agency manager, assistant agency Incentive Is Necessary 
manager, agency secretary, and the to Urge a Man On 

managers of the four sales divisions of ; i 
research, training, promotion and pub- 7. Incentives. Often times a mans The 
, licity. The staff members reviewed the | success depends on his incentives. What down 
The papers submitted, and returned to the | are his objectives? What reasons has is not 
branch office manager the composite | he for rendering service and making the of 
vote which is in reality the experience | money? A wife and children, if sym bread. 


» ° 
Security Mutual Life Insurance Company of a group reviewing hundreds of se- | pathetic are among the best of incentives “healt! 
of 
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lection papers annually. besides being selective factors. A maa tan n 
Developing Numerical Rating who has the responsibility of proveens white 
; for others thinks several times before he resent 
Lincoln, Nebraska for Use of Managers makes a change. Once having made the sult tl 
“The facts on these submitted selec- | change he works harder to mect his the ¢ 
tion papers were kept at the home office | financial obligations. It is most import- Miller. 


ant, in the opinion of our managers, In rep 


information r ardin a General Agency in in convenient form until such time as we C man 
For inform eg g 8 y had adequate selling records on the men | present the business of life insurance preside 


selected. We then measured the rela-| to the wife. She should know how “All 
IOWA SOUTH DAKOTA WYOMING tionship between facts submitted at the | difficult it is to build up a clientele - sorry 
time of application and subsequent field | also the attractive benefits that resw! fluenti 


performance in selling, and from this | from the early sacrifices. the ve: 
A maf we mt 


write M. A. Hyde, Assistant Secretary study of data collected over a period of | 8. Financial Conditions. sally 
years, we developed a method of valuing | can’t be on the ragged edge financial in rela 


some of these facts for our branch office | and still think in terms of service. al tion w 
How much of a financ Mony | 


* managers, so that in reviewin re- | he in debt? ina 
A WESTERN COMPANY with WESTERN IDEALS sults re ball amd a Fp og mS reserve has he? What are his minimum by eati 
ager can now reduce some of this infor- | living expenses? How long caf he food.” 
mation to a mathematical score. We | weather the financial game while he * 
were thus able to furnish a ‘traffic | developing a clientele? If he needs 
sign’ in selection to our managers. financial assistance, is he willing to P% from 9 

“Admitting that it requires time to | part of the price as evidence 0! 8° 
5,000 ‘ 


National Underwriter want ads are result getters get acquainted with an applicant suffi- | faith? S00 | 


ciently well to select him, what essen-| 9 Age. The score previously t® 
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ferred to gives a definite rating to age. 
It should be kept in mind in general 
that those representatives who get on 
their feet most quickly are of sufficient 
maturity to have gained a knowledge of 
business and men, and at the same time 
sufficiently flexible in habits and 
thoughts to be receptive to training and 
velopment. 

“7 4 Length of Time Applicant Has 
Been Thinking About the Life Insur- 
ance Business. When did the applicant 
first think of becoming a life under- 
writer. If he has been thinking about it 
for come time does the amount of insur- 
ance he carries on his own life indicate 
that he is sold on “life insurance?” 
Why does he want to be a life insurance 
counsellor? Is it along the line of 
thing he wanted to do before? Does 
his present desire carry out his ideals or 
is he substituting it because of financial 
returns for something he would rather 
do? 

11. Personal Conduct. The success 
of any salesman, where business comes 
as a result of establishing contacts with 
individuals, depends somewhat on his 
standing in the community. 

12. Habits of Thought. Unless a 
man is thinking constructively and posi- 
tively most of the time he is tearing 
down rather than building up. The man 
who thinks positively will be an asset, 
whereas the man who is destructive in 
his manner of thinking will be a nega- 
tive influence in developing branch office 
harmony, enthusiasm, etc. What is the 
applicant’s ambition? What does he 
think of his present conditions? How 
has he accomplished results? In what is 
he primarily interested? What has he 
done to improve himself? 


Sun Life’s Good Year 


The Sun Life of Canada has issued its 
annual statement which makes a fine 
showing. Its new insurance was $137,- 
466,000; increase, $30,075,000; total in- 
come, $62,245,000, increase $15,280,000. 
Its assets are $274,130,000; increase, $64,- 
873,000. Its surplus and contingency 
reserves are $22,107,000, increase $4,234,- 
000; insurance in force, $871,636,000, in- 
crease $167,871,000. The rate of interest 
earned on the mean invested assets was 
6.38 percent. The contingency reserves 
were strengthened by the addition of 
$4,000,000 taken from the earnings of 
the vear. 

The entire life policy reserves have 
been valued at 3 percent, the extra 
amount due to this adjustment thus set 
aside being $1,111,032. The Sun Life 
does a world wide business. It has been 
possible to complete reinsurance con- 
tracts by which British business and 
some of the foreign business of a large 
American company, as also the business 
of a colonial company operating in the 
east has been acquired. 


Metropolitan Stands Pat 


The Metropolitan Life refuses to back 
down on its stand that white flour bread 
is not as healthful a food as some of 
the other types, such as whole wheat 
bread. Recently in one of a series of 
‘health advertisements” the Metropoli- 
tan made an attack on the value of 
white flour bread which aroused some 
resentment among millers, with the re- 
sult that a letter of protest was sent to 
the company by the “Northwestern 
Miller,” the organ of the milling trade. 
n reply Robert Lynn Cox, second vice- 
President of the Metropolitan, wrote: 

All that we can say is that we are 
Sorry that the editor of such an in- 
fluential journal should disagree with 
the very eminent medical men on whom 
We must rely for advice and guidance 
in relation to health matters. In addi- 
ton we have in this case abundant testi- 
core, ot people who have been benefited 
ra whole wheat bread and similar 


, The Little Gem Life Chart has gone up 

oo 8 circulation of 5,000 copies when 
en over by the present publishers to 

Ha copies in 1925. There’s a reason. 
ve you ordered yours? 











“What Can I Tell Him?’’ 


AVE you ever developed a sale to the point where your prospect 
is “on the fence”—where you say to yourself “What can I tell him. 
There’s one spot where I could reach him. If I only knew what it was 
he would be a protected man in two minutes?” 


Every man has such a spot. 





Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 


It lies close to his greatest insurance need. 


The agent working under the American Central Plan knows that spot. It is indi- 
cated on his Surveyed Prospect Card. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


Any agent who feels that he might be interested in more details concerning the 
plan may readily secure them by writing today to 


\MERICAN 
CENTRAL 
LIFE 


INSURANCE CoO. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 











NUMBER FIVE IN A SERIES OF INFORMATION ADVERTISEMENTS 























ARE YOU GETTING THEM ALL? 


The “combinations” that we furnish referred to in the following letter are: 


THE NATIONAL UNDERWRITER, LIFE EDITION 


THE INSURANCE SALESMAN 
THE LITTLE GEM LIFE CHART 


THE UNIQUE MANUAL-DIGEST 
THE DIAMOND LIFE BULLETINS 





National Underwriter, 
Cincinnati, Ohio. 
Gentlemen: 


Manual—Digest and also for 
furnish. 


tions that you publish, is 





The Union Central Life Insurance Co. 


I am enclosing herewith renewal order for the Little Gem and the Unique 


I want to say that the service that I have received from the combina- 


all other life insurance journals on the market. 
No live agent can afford to be without the National Underwriter service. 


Duncan, Oklahoma 
January 26th, 1925 


the weekly and monthly publications that you 


the greatest help for selling more policies, than 


Yours very truly, 
W. L. BUMPAS, 
Union Central Life Ins. Co. 








We call them our “five major life insurance services”. Each is distinctive in its field and taken paoecher they constitute “the 


complete life agent's field equipment”. ARE YOU GETTING THEM 
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Value of the Small Policies 


Presipent R. W. Stevens of the Ittt- 
nors Lire presented in a very forceful 
manner before the meeting of the Asso- 
CIATION OF LiFe INSURANCE PRESIDENTS 
the value of the rate book man who is 
selling small policies. A man who places 
a $1,000 or $2,000 policv is not getting 
the commission that' goes to one who 
gets the $25,000 policy, but at least he 
has the satisfaction of knowing that he 
probably inas contributed more to the 
purchaser of the small policy than the 
agent who has sold the big one. The 
man who can buy $25,000 of insurance 
or upwards enjoys a good income. 
While his death would be a smashing 
blow, it is not likely that his family 
would be financially paralyzed. The 
man who is buying a small policy is lit- 
erally paying for it with his life blood. 
The money that he uses for his insur- 
ance premium could be well employed 
in buying the actual necessities. The 
$1,000 that he leaves comes as manna 
from on high. It is the small sum that 
will enable the family to live until the 
members can turn around. 

At agency meetings the ambition of 
men is spurred towards soliciting bigger 
policies. They are told to go out after 
the men who have money and who can 
pay for insurance. That is a wonderful 
work. It is a constructive program that 
means much for the salesman. The 
seller of small policies, however, be- 
comes truly a public benefactor. He 
reaches down into the lowly walks of 
life and renders a genuinely valuable 
and beneficient service. 

Mr. StTEvENs presented some figures 
that are interesting from the standpoint 
of those who are studying life insurance 
production and the value of life insur- 
ance to the home. He stated that 90 
percent of the policies in force insure 
their holders for $10,000 or less. Two- 
thirds of these policies provide protec- 
tion for $5,000 or less and one-third for 
only $1,000, That tells a remarkable 
story. This work is done by companies 
writing ordinary life policies. Mr. Ste- 
VENS was not presenting statistics of the 
industrial companies which have an- 
other remarkable story to tell. 

While Mr. Stevens sees the big work 


Why It Pays to Smile 


You have often noticed that when 
someone starts to cough in an audience 
others unconsciously will cough. When 
a person yawns in an audience, others 
follow suit. We are imitators. Invol- 
untarily we take on the color of those 
about us. A person who goes about his 
work with good cheer and a smile will 


being done by those who are selling 
more policies, he himself feels that 
the agent should very plainly tell his 
prospects just about how far $1,000 will 
go at best. That is, it is possible in al- 
most all cases to sell $1,500 or $2,000 by 
a little extra pressure. Here is the way 
Mr. Stevens puts it to his own agents: 

“Too many men selling life insurance 
seemingly fail to comprehend the real 
purpose of life insurance, which is to 
provide a sufficient amount of money 
immediate, or in instalment payments, 
to in a measure make up for the loss of 
income which a family suffers by reason 
of the death of the breadwinner. 

“Surely no life insurance salesman 
having well in his mind the object of 
life insurance, would make a practice 
of talking $1,000 policies, or would let 
one of his prospects or policyholders 
rest under only $1,000 of insurance if 
he had ever seriously and thoughfully 
figured out in his own mind to just what 
extent such an amount of insurance 
would take the place of a wage-earner 
whose income was only as much as 
$600 a year. 

“Even though the beneficiary under 
such a policy were able to invest this 
money securely at 6 per cent the income 
derived therefrom would be only one- 
tenth of the income formerly enjoyed, 
and it is not possible to conceive of a 
situation where the man’s living ex- 
penses are nine-tenths of that of the 
entire family. Men whose practice it is 
to confine their canvasses to policies for 
$1,000 are doing an injustice to both 
their prospects and themselves. 

“Many insurance salesmen have the 
$2,000 policy habit; others write fives, 
and tens, and it is because we know that 
when you once get into the habit of 
doing so you can find just as many 
applicants for $2,000 as you can for 
$1,000 that we urge you to give special 
consideration to the question of what 
can be done with an insurance of only 
$1,000, knowing that when you have 
come to a proper realization of the in- 
adequacies of a $1,000 policy for even a 
family of the most modest means you 
will cease going after your prospects 
for such a small insurance.” 


scatter light in all directions. Happy 
people always make others happy. 
Sometimes it may take quite an effort 
to assume a kindly, cheery attitude but 
it is well worth while. 


A Goop selling talk is made up of a 


Frank J. Hammer, who recently re- 
signed the general agency at Boston, 
Mass., of the Provident Mutual Life, 
after a connection with that company 
which dated back to 1886, is now in 
Redlands, Cal., with his wife and son, 
where they are spending the winter 
months. Although Mr. Hammer has re- 
tired from active general agency work, 
he retains a connection with the Boston 
agency, with which he has been asso- 
ciated for 33 years. 


John Newton Russell, manager of the 
home office agency of the Pacific Mutual 
Life, accompanied by his wife, left Los 
Angeles recently on a trip to Mexico. 
They expect to spend about three weeks 
in the southern republic, the greater por- 
tion of which time will be devoted to a 
visit to Mexico City and vicinity. Mr. 
Russell has been under the weather 
lately from an attack of the “flu” and 
this trip is taken for the purpose of 
affording him an opportunity to rest and 
recuperate. 


O. P. Curran of the Chicago office of 
the Equitable Life of New York cele- 
brated the 45th anniversary of his con- 
nection with that company last Satur- 
day. The anniversary was given suitable 
recognition by his many friends, both 
in and outside of Chicago. Practically 
all of his service with the Equitable 
has been in Chicago. He has been a 
very active and consistent producer 
throughout his long career. 


Haley Fiske, Jr., general supervisor 
of the group sales division of the Metro- 
politan Life and son of the president 
of the company, qualified as the leading 
member of the Metropolitan Million 
Dollar Club last year by writing $35,- 
000,000 in group business. His largest 
case was that of Armour & Co. which 
provided $30,000,000 of protection for 
19,000 employes. Lee B. Durstin, New 
York insurance man, went over the mil- 
lion mark for the fifth time on group 
business. The policy on the New York 
National Guard stands to his credit. 
Two other New York representatives 
wrote over a million dollars each. They 
are E. A. Tomlinson, I. E. Porter, Col. 
W. P. Stone and J. M. Campbell. 


Charles F. Jenness, assistant cashier 
in the Richmond office of thes Mutual 
Life of New York, and his brother, 
Herbert N. Jenness, head bookkeeper in 
the same office, paid for a total of $100,- 
000 insurance by soliciting during off 
hours during 1924. They have set $250,- 
000 as their goal this year and from the 
way they started off they will have no 
difficulty going over the top. Herbert, 
the younger of the two, paid for $37,000 
in January and Charles paid for $17,000. 
Herbert also outclassed his brother in 
1924, paying for $67,250 of the $100,000 
which they put across altogether. Both 
started out with the Richmond office of 
the Mutual Life less than half a dozen 
years ago as office boys. Manager Love 
expects to have both out in the field in 
a year or two giving their whole time 
to production work. 


The central and northwestern depart- 
ments of the New York Life are making 
a drive for business during February in 
honor of Robert E. Dedell, field secre- 
tary, in honor of the thirty-fifth anni- 
versary of his connection with the 
company. 


W. A. Mcllrath has been appointed 
manager of the James A. Grizzard Sys- 
tem office at Detroit. Mr. Grizzard was 
in Detroit a few days ago arranging 
for the new manager. He has been 
connected with Mr. Grizzard’s work for 
the last three years, one year having 
been spent in Detroit and two years at 
the Cleveland office of the Grizzard Sys- 
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ily in Cleveland, which is one of thei annow 
prominent ones in that city. turned 
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The Ozark mountain regions at MM Santa 
known as the “land of a million smiles." 9 negoti 
This poetical description will now bf failed | 
changed to the “land of one million ani 
one smiles.” 

The extra one is added because Jaco 
Wythe Walker, Jr., has arrived. Ani, _ The 
prithee, who is Jacob Wythe Walker, lished 
Jr.? He is the brand new grandson jm Neb., ' 
Jacob Wythe Walker, president of the Warin 
Union Life of Rogers, Ark., and song C@frier 
of Elmo E. Walker, vice-president ané Neb., 
general manager. Out at Dream Vag >Y tw 
ley near Rogers, the sun is shining mort busine 
brightly and the sky is bluer becaus ™ ‘his in 
this youngster has arrived. He openei BB ©overe 
his eyes to the world in Evanston hos 
pital, Evanston, Ill. His mother wa 
formerly Miss Gertrude Gillette, a The 
Evanston, daughter of Mr. and Mi oointm 
George Gillette of that city, a you Ho... 
woman of radiant charm and great j.. “a 
beauty of character. 

Herman W. Caldwell, who for the past Will 
two years has written insurance at Siow @ the pa 
City, Ia., for the Missouri State Life and H of the 
been a sort of free-lance writer, com 9% superir 
mitted suicide at the Martin Hotel. Indi- a 
cations point to a carefully arranged plan 
to put himself out of the way. He wrott 
his wife, the undertaker and a speci 
friend, explaining his act. He leaves 
very highly respected wife and _ thre 
children. It is understood that although # BUSID 
he had borrowed heavily on his life 
surance, he will still leave his family ™ Experi 
good circumstances. Mr. Caldwell we peri 
one of the organizers and secretary “ Th 
the Zonta Tire & Rubber Compaty, 
promoted during boom post-war timé. 

The concern failed and he was nam CLE 
receiver of it some two years ago. article 
a edition 

Mrs. Mary A. Scott Irvin of the South # old Pea 
Bend, Ind., branch of the Missouri Stat # dent of 
Life has the distinction of being th [i Associz 
leading woman producer for the enti @ Written 
field force of that company during 19% 9% Was arc 
She is likewise the leading life insu 4nd br 
ance saleswoman of Indiana. Mrs. I J gree t 
vin entered the life insurance busines hgures 
in February, 1923, with no previous sal comple 
experience. fices do 

Most of the insurance written by Mrs Work f 
Irvin has been on the lives of busines @% Survey 
men and professional men. She {0 _ te 
lows the program idea of selling insu Showed 
ance and in addition to her life insu 1923, ir 
ance has sold a sizeable volume of ace 9 ss in 
dent and health coverage. It is believe 
that Mrs. Irvin is the first woman ® One 
Indiana to ever qualify for the quart 1923 hy 
million dollar club with any company: Usual pn 
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Louisiana Life Announces Appointment 
of E. E. Brown as Oklahoma 
General Agent 





R. M. Henderson, secretary of the 
Louisiana State Life, announces the ap- 
nointment of E. E. Brown as general 
agent for the state of Oklahoma with 
headquarters at Oklahoma City. Ar- 
ngements have just been completed 
for entering Oklahoma. In addition to 
Oklahoma the company operates in 
Louisiana, Arkansas, Texas and Ala- 
bama. 





I. J. Jessup 

I. J. Jessup has been appointed sales 
supervisor of the Royal Union Life for 
Iowa. During the last few years his 
particular field has been in the renewal 
department. 





Cc. V. Geren 


Chas. V. Geren, whose appointment as 
general agent at San Francisco of the 
American National of Galveston was 
announced a few weeks ago, has re- 
turned to the Great Republic Life, re- 
suming his position as general agent at 
Santa Ana for Orange county. The 
negotiations with the American National 
failed of a satisfactory conclusion. 





L. C. Waring 


The Bankers Life of Iowa has estab- 
lished a branch agency in Grand Island, 
Neb., with L. C. Waring in charge. Mr. 
Waring was until recently a rural mail 
carrier, working out of Bloomington, 
Neb., who won one of the agency prizes 
by turning in $111,000 worth of new 
business last year. He was able to do 
this in the spare time left after he had 
covered his route each day. 





Milton R. Long 


The Maryland Life announces the ap- 
pointment of Milton R. Long as gen- 
eral agent at Pittsburgh for seven coun- 
ties in Pennsylvania. 


William Jacobs 


William Jacobs of Jackson, Miss., for 
the past 20 years well-known educator 
of the state, who until recently was 
superintendent of the Mississippi Indus- 





trial & Training School at Columbia, 
Miss., has been made general agent of 
the Great Southern Life for Mississippi. 


J. J. O'Malley 


John J. O’Malley, Dallas, Tex., for 
many years with the Kansas City Life, 
has been appointed general agent for 
the Guaranty Life of Davenport in 
northern Texas. Mr. O’Malley spent 
the week end at the home office in con- 
ference with L. J. Dougherty, general 
manager, preparatory to taking up his 
new work. 








G. R. Whitney 


George R. Whitney, a veteran insur- 
ance man of Lincoln, has been named 
general agent for the American Old 
Line, which is erranging to push the 
sale of its life policies. Mr. Whitney 
was formerly with the Bankers Life. 
Later he organized the Central National, 
which he sold out. Barring a brief term 
with the Midwest he has been in other 
business for several years. 





Continental Life Appointments 
The Continental Life of Toledo has ap- 
| pointed Maxwell Macreae for the Prov- 
lince of Quebec with headquarters at 
Montreal. F. W. Snell has been ap- 
| pointed district manager for southern 
Alberta with headquarters at Calgary, 
Alberta. 





Earl E. Brown 


It was erroneously stated in a recent 
issue that Earl E. Brown of Waterloo, 
Ia., had taken the general agency of 
the Rockford Life, with headquarters 
at Sioux City. This is a mistake. Mr. 
Brown has been appointed state agent 
for the American Old Line Life of Lin- 
coln for Iowa, and will maintain his 
headquarters at Waterloo. Associated 
with him are A. M. Lydon, C. E. Bige- 
low and J. P. Ehr, who were formerly 
with the Medical Life of Waterloo. Mr. 
Brown was formerly an officer of the 
Medical Life. 





Life Agency Notes 
Charles A. Steadman has been ap- 
pointed an agent of the Equitable Life 
of Iowa at Newark, N. J. 


assistant manager of the life department 
of Cravens, Dargan & Co., Houston, Tex. 
In addition to the duties of the life de- 
partment Mr. Johnson handles business in 
the farm and hail department and edits 
the monthly magazine, “The Review.” 
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BUSINESS INCREASED IN OHIO 





Experience Varied in Different Offices, 
Though Gain Was General—See 
Good Year Ahead 


CLEVELAND, O., Feb. 18—In an 
article written for the business review 
edition of one of the local dailies Har- 
old Pearce, who retired recently as presi- 
dent of the Cleveland Life Underwriters’ 
Association, estimated that the business 
written by the Cleveland offices in 1924 
was around $190,000,000. General agents 
and branch managers here generally 
agree that he is not far wrong in these 
figures. There is no way of securing 
complete figures here, as some of the of- 
fices do not announce the results of their 
Work for any purpose. From a cursory 
pad of the situation, however, it is 
bo to say that most of the offices 
- yn a satisfactory increase over 
a »,m the face of the fact that busi- 
€ss in general was in bad condition. 


Office Experience Varied 


— office practically doubled the 
7 , business through writing an un- 
ual number of large cases. In many 


instances it was necessary to broker 
some of the business after writing up 
to the limit of its own company. In- 
cluded among the large policies were 
several covering partnerships and cor- 
poration officials. Other than this the 
agency officials can give no particular 
reason for the gain, except that people 
understand insurance better than they 
cid and are much more willing to take 
protection of this kind. On the other 
hand, one of the big offices came out 
just about even with the preceding year. 


Strong for Ordinary Life 


A good portion of the business in 
1924 was ordinary life, either 20 pay- 
ment or whole life contracts. One of 
the big agencies reported as much as 90 
percent of the business in this class of 
contracts. Others reported various per- 
centages, but all large. At one office 
it was said that a large amount of in- 
heritance tax insurance had been writ- 
ten on this form, and annuities had 
also increased materially. One office in 
particular said there is a decided ten- 
dency just now toward insurance that 
carries an income payable after age 65. 
Men who have protected their families 
and their businesses are now looking 
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This is No. 15 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 


























Michigan Mutual Life Building 


Reliability 


The agent who represents a reliable company never enters 
a man’s office with fear and trepidation. He knows the 
organization back of him is good, that it offers a fair deal 
to agents and policyholders alike. And he further knows 
that the representative of a dependable concern is himself 
expected to be entirely above reproach. Hence, he is 
stimulated to a high degree of service. 


The Michigan Mutual Life is admirably equipped in this 
respect. Organized 58 years ago, as Michigan’s first life 
insurance company, it gives to the Michigan Mutual agent 
the rich experience of over half a century of business life. 
It is a company of proven reliability. 


Michigan Mutual Life Ins.’Co. 


J. J. MOONEY, President ‘A. F. MOORE, Secretary 
. GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 

















The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 

ium in event of death or permanent total disability of the 
Pocher, who is the beneficiary. Agents are enthusiastic over its 
wonderful selling features. If you are interested, write for 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


. R. RAILEY, Manager E. L. BLACK, State Manager 
iF icteric Beak Bide P. O. Box 148 
- e . 
Dallas, Texas Little Rock, Arkansas 
W. H. SAVAGE, Vice-President 
Los Angeles, California 
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after themselves in old age. Much 





i i than city business, particularly in places 

Our Business in 1924 that are devoted largely to industrial 
Income $608,000...........+++. Gain 13+-% pursuits. In an office which covers con- 
Assets over $1,100,000 Gain 25+-% siderable territory, however, it was 
Capital and Surplus over ’ stated that the small-town and city busi- 
‘ Gain 144% ness was just about on a par through 
Savings in Mortality $73,000 or... 66 % ; the year. In other cases business out- 
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We have paid to our Policyholders or Seo Bright Preapects 
their beneficiaries since our organization : : : ; ’ 
started—$202,476.15. Business this year is starting off in 

SALESMEN WANTED excellent shape. Most people believe the 


: . ; country has a period of real prosperity 
Minnesota, Iowa, Nebraska, Missouri, ahead and are, therefore, more liberal in 
Kansas, Arkansas and Oklahoma. almost everything. In the iron and steel 


oitaai ant aeant NATIONAL RESERVE = fi) sting! eit’ sarsnee Sad. ‘mills ‘are 


rt ad oP ee A 


srs 
hk 


i a LIFE INS. Co. now going at almost a but not 
one FRE Presi a great deal of increased activity is 
eens ser hg ~ ream _ noted in other lines. Reasonable peo- 


Tor > Ke ple, however, know that some time is 
needed for the gradual return of normal 
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52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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small-town and farm business has been | 


FOUR YEARS YOUNG writen by some of the ofces. i fac 


side the city was heavier than the city. | 











ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 
ROCKFORD, ILLINOIS 























times and feel that in a few monty 
everything will be in excellent shay 
There is, as a result, nothing in & 
offing that carries with it other thy 
bright prospects. 


Pennsylvania Mutual Appointmen; 


The Pennsylvania Mutual Life 
Philadelphia has appointed Ernest ¢ 
Gleed general superintendent of & 
company. Mr. Gleed was at one tip 
a merchant in London. Coming 
America 22 years ago he entered ty 
employ of the Metropolitan Life ; 
Philadelphia. Later he was appointy 
an assistant superintendent in the weg 
ern part of the state. He was later & 
trict manager for the Colonial Life x 
Trenton, N. J. He was subsequent 
in charge of the North Philadelphia gj 
trict for the Colonial. 


Practice What They Preach 


Members of the $100,000 Club of ty 
Ohio State Life are sold on life ingy. 
ance and practice what they prea 
Following a demonstration in salesme. 
ship by W. E. Bilheimer of St. Louisz 
the meeting of the club in Columbus, y 
members of the club purchased $114 
of life insurance. This brings their a 
erage life insurance holdings up » 
$27,000. Last year the members ¢ 
the club sold $3,619,457 of insurang 
The average production was $150,910, 


Ohio Bill on Contests 


A bill has been introduced in the Ohip 
legislature by Representative Aigler pro 
viding that a life insurance policy mg 
be contested any time within two yen 
after the death of the holder. 


Hearing on A. I. U. Building 


Insurance Superintendent H. L. Com 
and Attorney General Crabbe of Ohi 
after hearing statements by members d 
the American Insurance Union relatix 
to the plans for the erection of its nev 
32-story office building, gave the Al 
U. counsel permission to file briefs. 4 


| decision by the attorney general som 
| as to the legality of the building is & 


pected. The Ohio law holds that a 
insurance company may own a building 
for its immediate use only. The Al 
U. says that the building it is erecting 
will be jointly occupied by a theate 
and a hotel and because of this financing 
arrangement it comes within the la 
Suit has been filed in the federal cout 
to compel the company to dispose ¢ 
two other big office buildings which # 
owns. The building is to cost seve 
million dollars. 


Columbus Mutual’s Cleveland Meetitg 


A meeting and banquet of the Colum 
bus Mutual Life Insurance Club & 
Cleveland, consisting of representativt 
of the Columbus Mutual Life, was hel 
Monday in celebration of the largtt 
month’s business the Cleveland ages 
has ever produced. Incidentally this ® 
the close of the first year for the ch 

The principal speaker was Dan > 
Ball, vice-president and actuary of 
company, whose talks on different poi 
was of special interest to the 60 ages 
who attended. H. B. Tibbals, v 
president of the club, was toastmas! 
at the banquet. J. J. Dvorak, preside! 
of the club, spoke on “The First Yet 
Work of the Club,” while Mr. Tibbe 
spoke on “Agency Building.” 

Mr. Tibbals headed the list of o 
ducers for the month with $25,000, Me 
there were a number of others ™ 
contributed handsome amounts. 


Missouri Leads the Procession 


Missouri led all the states for the Ms 
souri State Life in new business 
year, its figure being $33,542,115. &® 
is next with $13,755,839. Then fol 
Ohio with $9,637,511, Illinois, $9,593" 
Pennsylvania, $8,093,801, Michigan, * 
532,239, California, $5,960,039, Arka® 
$4,366,114, Georgia, $4,071,936. 
total insurance in force is $538,212 
gain $62,476,315. The new business 
$146,433,046. 
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MAKING ONE’S MINUTES PAY | 





" } 

Regional Meeting of Lincoln National | 

Life Leaders Is Held at Omaha 
for Six States 





“Making your minutes pay” was taken 
as one of the keynotes of the Lincoln 
National Life sectional meeting held in 
Omaha. Col. T. M. Knox of Chicago 
was one of the leaders in discussing the 
subject of preparing for the approach 
and planning the day’s work in a way 
to gain maximum results. R. C. Lowes, 
of Peoria, Ill, state manager, had aj} 
prominent part in the sessions which | 
were attended by 75 leading agents | 
gathered from Nebraska, South Dakota, 
Missouri, Oklahoma, Iowa and _ Illinois. 

Vice-President and Manager of Agen- 
cies Walter T. Shepard presided over 
the sessions. In his opening address he 
took an optimistic view of business con- 
ditions for 1925 and stated that the Lin- | 
coln National Life is planning upon a 
gain of at least 10 percent over 1924. 

Speakers who presented subjects bear- 
ing upon the home office relations to 
the field were Superintendent of Agen- 
cies A. L. Dern, Medical Director W. E. 
Thornton, Auditor J. J. Klingenberger 
and Assistant Superintendent of Agen- 
cies V. J. Harrold. 

The surgeon, whose hand is steady at | 
40 but who will need a retirement fund 
at age 65, is a splendid prospect for the 
endowment at age 65, it was explained 
by R. C. Lowes, Jr., of Illinois, who 
had charge of the subject, the endow- 
ment at age 65. He also recommended 
the dentist and the lawyer for this pol- 
icy. Leaders for similar topics were 
George Pendelton, Oklahoma, “My Use 
of the Ordinary Policy;” James Porter, 
Iowa, “My Use of Old Policyholders’ 
Month;” Charles Pray, Iowa, “My Use 
of the Endowment at Age 65” and P. R. 
Schweich of Missouri, “My Use of the 
Monthly Income.” 

In the session for general district 
agents and the discussion of methods 
for obtaining men and training them | 
were handled by R. C. Lowes, Illinois; | 
R. C. Rogers, Oklahoma; J. W. Stevens, 
Nebraska and P. D. Gibbons, Nebraska. 

Topics bearing on the practical prob- 
lems of the soliciting agent were pre- | 
sented by M. P. Blindauer, South Da- | 
kota, Miss Doria Goethe, Nebraska; W. 
A. Rowland, Illinois, Tom Campagna, 
Nebraska; W. A. Nelson, Oklahoma; | 
Charles Wagner, Chicago; and John | 
Kurvink, South Dakota. 








“Robertson” Bill in North Dakota 


_A bill has been introduced in the 
North Dakota legislature requiring life 
msurance companies operating in the 
State to invest a sum equal to 75 percent 
of their legal reserves as required by 
the laws of the state on policies in force 
im the state in North Dakota securi- 
tes or real estate. 


Kansas Life Reduces Capital 


A reduction of the capital stock of 
the Kansas Life of Topeka to $210,000 
and the creation of a surplus of $380,742 
Was authorized at the annual meeting 
ot the stockholders last week. The com- 
Pany has had a capital of $420,000 
divided into 42,000 shares of $10 par 
value. Under the new plan the value 
of the shares will be reduced to $5 and 
the Stockholders are to receive $5 in 
cash. The stockholders have all been 
notified to turn in their certificates and 
r. new ones will be issued and the 
Sate Sent out at an early date. The 
ey officials have been planning 

action for some years. All of the 
omeers of the company were reelected. 


Grange Life Gains 
Prosperity during 1924 was reported 


at the annual meetin 
1 g last week of the 
Grange Life of this city. All officers 





| contracts of reinsurance while 


were re-elected and a resolution was 
passed providing for a gradual reduction 
in the size of the board of directors. 
Two directors died during the past year 
and it was voted not to replace them 
and henceforth to keep the directorate 
at some number between 13 and 19. 
The former board had 21 members. 

Insurance in force at present 
passed the $18,000,000 mark, a growth 
from about $1,000,000 ten years ago. 
The same period has seen a gain in 
capital and surplus from less than 
$300,000 to nearly $600,000. N. P. Hull 
heads the company as president. 


Nebraska Child Insurance Bill 


The Nebraska state senate has passed 
to third reading the amended House 
Roll 27. As originally introduced the 
bill permitted the issuance of policies on 
the lives of children under 1 year, and 
increased the maximum amounts that 
might be written each year up to 15 
years. The house amended the bill so 
as to permit the writing of policies of 
any amount over 10 years that the per- 
son responsible for the child’s education 
might desire to pay for. The senate 
rejected this plan, and the bill has 
passed as originally introduced. 


Propose Nebraska Tax Changes 


Several bills opposing changes in the 
present tax law, which would affect the 
insurance companies operating in the 
state, are now pending in the Nebraska 
legislature. One in the senate would in- 
crease taxes on moneys, credits and 
other intangible assets from 25 to 60 
percent of the actual value, while a 
house bill would repeal the intangible 
tax law entirely and tax all moneys and 
credits at full value. A similar measure 
would provide a different method for 
taxing foreign corporations on tangible 
and intangible property and give them 
the right to elect to be taxed as are 
domestic corporations. 

A bill pending in the senate would 
require the approval of the state to all 
another 
would prohibit increase of premiums 
when reinsurance contracts have been 
entered into. 


Non-Medical Bills in Nebraska 
A bill has 





been introduced in the 


| Nebraska legislature which would per- 


has | 








mit the issuance of life policies for $2,- | 


000 or under without medical examina- 
tion. 


Another proposed measure would | 


repeal entirely the present law requir- | 


ing medical examination for applicants 
for life insurance. 


Would Change Forfeiture Law 


An effort to change the Kansas for- 
feiture law on life policies is being made 
in the present session of the legisla- 
ture. Under the present law the com- 
panies must give 30 days’ notice of 
intention to forfeit and during that time 
the policyholder has the right to pay the 
premium due and prevent forfeiture. 
The courts have held that the notice of 
intention to forfeit cannot be given until 
the grace period of the policy has ex- 
pired. Nearly all old policies have 30 
days of grace but many new ones have 
no grace period. Under the policies 
with a grace period 60 days must elapse 
before the forfeiture can be accom- 
plished. The companies are urging that 
the rule be uniform and that the notice 
may be given the day the premium is 
due and the forfeiture may apply at the 
end of 30 days on all policies instead of 
30 days for some and 60 days for others. 

The bill also provides that the notice 
of forfeiture be given the policyholder 
in every instance and that a policy al- 
lowed to lapse for six months is abso- 
lutely forfeited. 








Pan-American’s Springfield Meeting 


A score of agents of the Pan-American 
Life attended the annual meeting at 
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PAN-AMERICAN LIFE 
INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS 


President 





E. G. SIMMONS 
Vice-President and 
General Manager 


FINANCIAL STATEMENT, DECEMBER 31, 1924 





ASSETS 

Real Estate..... smnenuen ssinabcowhamesd $ 220,646.79 
First Mortgage Loans on Real Estate.... —7,023,775.13 
OME Succes cdstecendncaguensedcesececes 3,719,232.27 
IR iit Flas Fube wed eee x anek otaced adh 800.00 
Policy Loans and Liens...............+- : 1,956,160.77 
er 292,320.02 
ee OO eee ee 329,189.45 
pe ee ee 272,134.66 
Net Uncollected and Deferred Premiums. 381,713.28 
Due from other Companies for Death 

Claims on Reinsured Policies........ 17,500.00 
DEMCCMRROOUS FAROE. 4.56c cc cccccsscccace 109,911.59 

Beet Ammttted Assets. .sccsccacsesces $ 14,323,383.96 

LIABILITIES 





Raed Tasers «és cecvdcsccsensvecesdics $ 12,071,897.99 
Death Claims Reported; Proofs Not Re- 

GHVOE cccccivens werTTrTiTTrT rrr rire 116,690.09 
Reserved for Taxes........  adeweus etwas 68,495.65 
Bills, Accounts, Medical and Inspection 

Fees Due and Accrued...........00:. 8,786.86 
Seapemse ACCOGRE oo ccccccvdcceccccccecs 20,691.65 
Premiums Paid in Advance.............. 7,790.58 
Interest Paid in Advance............0+5 50,235.94 
Reinsurance Companies’ Reserve Account 66,895.32 
Miscellaneous Liabilities.............. - 90,196.43 
Surplus Apportioned for Contingencies. ... 33,631.84 
Surplus for Protection of Policyholders 

Over All Liabilities......ccccccccece 1,788,071.61 

$ 14,323,383.96 
Pell. Paid Copttal.ccoscctccccivivdensss . — 1,000,000.00 
Insurance Outstanding (Paid for Basis).. 126,604,577.00 
Total Admitted Assets.....sccccccctsoes 14,323 ,383.96 
Ramet ReSeTVG, ccccenccccccnesesicoce cons 12,071,897.99 


Assets in Excess of Liabilities for Protec- 


tion of Policyholders............ 


1,788,071.61 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 





Write for information. 
LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. ] 
































A. GLOVER & CO. 








OHNC HIGDON £ Cass, Balding 


OHINC. HIGDON } £0 Gates Builds 








IC 8. WITHINGTON 
-' surance xchan; ° 
Tel. Weleat 3761, DES MOINES, 








4. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Val- 

etc., Calculated. Valuations 
and Examinations Made. 
and all Life Insurance Forms Pre- 
Law of Insurance a 








H. NITCHIE 
7 ACTUARY 
1523 Association Bidg. 19 S. La Salle St 
Telephone State . CHICAGO 



























MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the em lead 
service. Our agents interview i 

a ay who have written the 

ffice for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net um re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








agency, which supervises activities in 30 
counties, T. M. Simmons, manager of 
the health and accident department, 
spoke on “Value of Income Protection in 
Connection With Life Insurance.” R. F. 
Butts, general manager for central Illi- 
nois, was in charge of the program. 





Would Revise Kansas Laws 


Superintendent Baker has had intro- 
duced in the Kansas legislature bills for 
the appointment of a commission to re- 
vise the insurance laws of that state. 
The bills provide that the superintendent 
of insurance shall be the chairman of 
the commission and he is to appoint 
four others to serve with him. No mem- 
bers of the commission would receive 
any pay, except their actual expenses. 

The Kansas insurance laws have not 
been revised since 1871. There have been 
many changes and amendments, and the 
result is that there are many conflicts 
and obsolete laws. There are some in- 





Springfield, Ill., of the central Illinois | stances where it would be impossible to 


enforce some of the Kansas statutes. 
Each member of the commission is to 
represent some particular insurance line 
and is to be named because of his spe- 
cial knowledge of that particular line. 


To Wind Up Fraternal’s Affairs 


Distribution of the assets of the Polish 
Roman Catholic Union, a fraternal at 
Winona, Minn., with approximately 1,000 
members, is directed by District Judge 
Callaghan in an order filed Friday. A. V. 
Gardner, receiver of the society, will dis- 
tribute the assets of about $38,000 to the 
members in accordance with a recom- 
mendation of Commissioner Wells, after 
paying in full all unpaid death benefit 
claims to members who died prior to 
the receivership. Beneficiaries of these 
members won a victory by the decision 
as attorneys contended that they, 15 in 
number, should share only in proportion 
with the living members and with those 
who died after the receiver was ap- 
pointed. 











IN THE SOUTH AND SOUTHWEST 




















LAMAR LIFE OPENS NEW HOME 
Great “House-Warming” Staged By 
Company on Formal Opening 
of 12-Story Edifice 





JACKSON, MISS., Feb. 17.—Lamar 
Life officials staged one of the greatest 
“house-warming” receptions in the his- 
tory of the state here when their new 
building, a 12-story structure, one of 
the most beautiful in the south, was 
formally opened. Responding to hand- 
somely engraved invitations, sent out by 
the Lamar Life heads, crowds surged 
through the new home, visiting the va- 
rious floors, especially the 10th, where 
the underwriters have their headquar- 
ters. 

The visitors were received by Presi- 
dent H. S. Weston of the Lamar Life, 
Vice-President C. W. Welty and other 
officers. Congratulations and _  hand- 
shakes over, the guests were served 
with refreshments and presented sou- 
venirs. 

The visitors were afforded a complete 
“inspection” of the building. In addi- 
tion to the Lamar Life offices, which 
also occupy the ninth floor to a great 
extent, tenants of the buildings kept 
their offices open, and invited the guests 
to view their own sanctums. 





The “house-warming” was brought to 
a fitting climax with a banquet, given 
at the Edwards Hotel, at which Charles 
Dobbs, managing editor of the “Insur- 
ance Field,” and C. P. J. Mooney, 
editor-in-chief of the Memphis, Tenn., 
“Commercial-Appeal,” were the chief 
speakers. The banquet was open to 
only a select few, all of whom were | 
representative business men of the city | 
and state. 





Pass Texas Bill on Fraternals 


The Texas senate has passed to en- | 
grossment a bill affecting fraternals. Be- | 
fore engrossment an amendment was 
adopted prohibiting such concerns | 
changing their by-laws to affect an in- | 
sured person after he takes out a policy. 

The bill provides that statements 
made by any fraternal to the insured, 
in the absence of fraud, shall be deemed | 
representations and not warranties; that 
policies shall be incontestable after two | 
years, and if the society fails to pay 
the amount of the policy within 60 days, 
12 percent additional shall be collected, 
together with reasonable attorney’s fees. 





Kentucky Actuary Resigns 


F. W. Ferguson has resigned as actu- 
ary of the Kentucky insurance depart- 
ment. He will be succeeded by William 
Tate of Stanford, who has been assistant 
actuary. 

Mr. Ferguson, who will return to his 
home in Louisville, stated that he was 














not ready to announce his future con- 


| reduction of the 
| department. 
|} ture allowed $30,000 for the 

| department for the fiscal year. 


nections. He has been actuary of the 
insurance department for more than five 
years. 





Linton Ends Southern Tour 


M. Albert Linton, vice-president of 
the Provident Mutual Life, has just 
completed a tour of the southern agen- 
cies of his company, making a number 
of addresses. He addressed the annual 
business meeting of the Georgia agents 
at Atlanta. Wallace W. Daniel, general 
agent and manager of the Georgia dis- 


trict, presided. Mr. Linton discussed 
sales methods before the company’s 
agents. 


Robertson Bill in Oklahoma 


The vital interest of life underwriters 
in Oklahoma was aroused by the intro- 
duction of a bill in the house of repre- 
sentatives carrying provisions similar to 
those of the Robertson law in Texas. 
The bill was referred to the house com- 
mittee for further consideration. In a 
nutshell, the bill provides that life in- 
surance companies operating in the state 
shall invest a certain percentage of their 
reserves in Oklahoma securities. 


Life Course at Oklahoma University 


The educational committee of the 
Oklahoma Life Underwriters Associa- 
tion announces that the Oklahoma state 
university plans to embody in its cur- 
riculum, in the school of economics, 
three hours of principles of life insur- 
ance and three hours of functions of 
life insurance. Three hours of the 
psychology of life insurance selling 
will be included in the school of psy- 





chology. Plans are still considered for 
a summer session of the New York 
University school at Oklahoma City, 
with Griffin M. Lovelace as director, but 
no definite announcement has _ been 
made. 





Would Cripple Oklahoma Department 


A menace to the efficiency of the Okla- 
homa insurance department is seen in the 
introduction of a bill in the senate for a 
appropriation for the 
Two years ago the legisla- 
insurance 
The new 
bill seeks to reduce the appropriation to 
$18,505. If this appropriation should be 
so reduced the functioning of the depart- 
ment will be seriously impaired, J. G. 
Read, insurance commissioner, said. 





Report Out Texas Reciprocity Bill 


The insurance committee of the house 
of the Texas legislature has reported 
favorably the bill by Representative 
Jacks providing for reciprocity in insur- 
ance. A similar bill was passed by the 
last legislature but was vetoed by the 
governor. 


Penalize Delay in Settlement 


Three bills have been introduced in the 
Texas house by Representative Rawlins 
providing for additional expenses to be 





paid by life, accident and health con. 
panies which refuse to make settlemeny 
within 30 days. 





Has Agents’ Training School 


The National Savings Life of Wichiy 
Kan., has opened a school of instructigy 
for the training of life insurance ageny 
in its own particular field. 
is in charge of a regular instructor wh 
has had 20 years’ experience in the lif 
insurance field and instruction is give 
daily. A good enrollment is now taking 
the course and fitting themselves for lif 
underwriters. 


The schoo 
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HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOW, 
President 


The 65th Annual Report Shows: 


Premiums received 
during the year 
DT aischustevnet $8, 
Payments to Pol- 
icyholdersand their 
Beneficiaries in 
Death Claims, En- 
dowments, Divi- 
dends, etc. ....... 6,321,524 
Increase in Assets 2,801,996 


Actual Mortality 62.4% 
of the amount expected. 
Insurance in 


NO dcckin Xa $260,530,414 
Admitted Assets 51,457,218 


003,453 





FOR AGENCY APPLY TO 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat Bank 
Building 
CINCINNATI, OHIO 


HOYT W. GALE 


General Manager for Norther Obie 
229-233 Leader-News Building 
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BIG DRIVE TO AID HOSPITAL 





Members of Seattle Life Underwriters 
Association in Campaign for 
$2,000,000 in Endowment 





SEATTLE, WASH., Feb. 17.—Four 
hundred members of the Seattle Life 
Underwriters Association have begun 
solicitation of 10,000 prospects to raise 
an endowment fund of $2,000,000 for the 
Children’s Orthopedic Hospital. The 
insurance will be sold only on the 20- 
vear endowment plan and in amounts of 
$1,000 and upwards. The same plan of 
raising funds for institutional endow- 
ment was recently tried out in Vancou- 
ver, B. C., where policies valued at $600,- 
000 were obtained for the General Hos- 
pital of that city. St. Louis obtained an 
equal amount for St. Mary’s Hospital. 


Buy $25,000 With Commissions 


Announcement of the campaign was 
given tremendous publicity by Seattle 
newspapers. At first the insurance men 
planned to give their commissions to 
the hospital, but they were warned by 
the insurance commissioner that this 
would be a violation of the law. The 
executive committee of the association 


then took out a $25,000 endowment | 


policy payable to the hospital. The 
annual premiums will be met by mem- 
bers of the association. It amounts to 
the same thing as contributing the com- 
missions, and complies with the law. 
Proceeds of the endowment fund will 
be used for operation and not for exten- 
sions or improvements. Dividends from 
the policies will be used to continue pay- 
ment on policies allowed to lapse. Life 
underwriters campaign committee con- 
sists of W. Dwight Mead, chairman; 
C. C. Thompson, J. H. Baird, C. C. 
Norton, H. L. Quigley, Ed. J. Hogg. 
Mead Heads Campaign 


W. Dwight Mead will direct the 
underwriters in Seattle and J. H. Baird 
will organize the campaign in other 
cities. A. J. Quigley is chairman of the 
committee. H. L. Quigley is chairman 
of publicity and Joseph L. Greenwell is 
chairman of the speakers’ committee. 

Actual launching of the campaign took 
place at a dinner and rally which was 
attended by approximately 500. J. E. 
Williams, president of the Seattle Life 
Underwriters’ Association, presided and 
brief speeches were made by workers 
active over a long period of years for 
the hospital. Winslow Russell, vice- 
president of the Phoenix Mutual Life, 
spoke on “The Underwriters’ Responsi- 
bility.” Simultaneous with the Seattle 
campaign, the underwriters of five other 

ashington cities will devote their time 
to selling endowments for the hospital. 

- N. Evans, president of the Tacoma 
association, will head the campaign in 
that city, C. J. England in Aberdeen and 
Hoquaim, W. E. Jaderholm in Everett, 

lay de Twiss in Bellingham, and a rep- 
resentative yet to be named in Yakima. 


Edwards Heads University Drive 


J. Stanley Edwards, agency manager 
at Denver, Colo., for the Aetna Life, 


a 


has been chosen by the University of 
Denver to be campaign chairman in a 
drive for $2,500,000 to be conducted by 
the university in May. The funds thus 
raised are to be used in a great uni- 
versity extension program, designed to 
place the institution on a par with the 
best in the west. Mr. Edwards is a 
trustee of the university, a member of 
the institution’s executive committee 
and is 1925 chairman of the Denver 
Community Chest. 





Pay Tribute to Muma 


On Sunday afternoon the friends and 
associates of the late Irwin J. Muma 
of Los Angeles, manager of the south- 
ern California agency of the Aetna Life, 








| Northwest. 


|} alumni in 


met there to pay tribute to his memory. 
Dr. E. C. Moore, head of the University 
of Southern California, officiated. Rob- 
ert Sibley, secretary-manager of the 
Univeristy of California Alumni Asso- 
ciation of Berkeley, was present and 
feelingly expressed the loss felt by the 
the death of Mr. Muma. 
Other speakers were Dr. Wilsie Martin, 
a classmate of Mr. Muma, and Mrs. 
Susan M. Dorsey, city superintendent of 
schools. The latter outlined the valu- 
able work accomplished by Mr. Muma 
on behalf of the schools during the 
period of his membership on the board 
of education. A number of other friends 
and associates of Mr. Muma briefly ex- 
pressed the loss to the community occa- 
sioned by his unexpected death. 





New Official of Great Republic 


At the annual meeting of stockholders 
of the Great Republic Life the board 
of directors was reelected with the ex- 
ception of B. F. Conoway, who was 
succeeded by George H. Woodruff, of 
the law firm of Woodruff & Shoemaker, 
Los Angeles. Mr. Woodruff was also 
elected third vice-president. 





Denver Agency’s Good Record 


New insurance amounting to $3,763,- 
400 was issued in Colorado in 1924 
through the Denver office of the North- 
western Mutual Life, according to Jesse 
M. Wheelock, general agent. Colorado 
insurance of the company now in force, 
Mr. Wheelock reports, totals $40,874,- 
287, or $55,000,000 throughout the 
mountain field. 





Coast Notes 


Henry C. Farrar, general agent at Rut- 
land, Vt., of the Provident Mutual Life, 
is visiting Los Angeles and expects to 
spend several weeks in southern Cali- 
fornia. 

T. J. McComb, consulting actuary of 
the Great Republic Life, who has been 
spending several days on a visit to the 
company’s home office in Los Angeles, 
left that city last Friday, returning to 
Oklahoma City, where he resides. 

Ed. Ransehousen, manager of the 
group department of the West Coast 
has just returned from a_ three 
weeks’ inspection trip to the Pacific 
Mr. Ransehousen reports 
conditions in that section of the country 
flourishing and the outlook for business 
this year promising. 











IN THE ACCIDENT AND HEALTH FIELD 











FINISH CONFERENCE PROGRAM 
Speakers for Mid-Winter Meeting of 
Health and Accident Underwriters 

at St. Louis Announced 





Additional speakers announced by 
de R. Gordon, executive secretary 
e Health & Accident Underwriters 
_ erence and chairman of its program 
mMmittee, for the midwinter meeting to 
held at St. Louis on March 3-4 in- 








clude T. Leigh Thompson, vice-presi- 
dent of the National & Accident, “Am 
I My Brother’s Keeper?” and J. S. Irish 
of the Iowa State Traveling Men’s, on 
“Insurance as Related to the Farmer.” 
F. L. Barnes of the Employers Indem- 
nity will have as his topic “Agency 
Underwriting.” 

In addition to the formal addresses al- 
ready announced there will be two round 
table discussions at the Tuesday after- 
noon session, one on “Should the indem- 
nity on an accident policy he reduced for 





MUTUAL TRUST 
LIFE INSURANCE COMPANY 


Of Chicago 


—One Hundred Millions of insurance in force. 

—Purely Mutual. 

—Strictly full level premium legal reserve. 

—Issues regular policies from ages 10 to 65. 

—Writes a special Business and Professional Men’s Policy. 

—Issues a special Ordinary Life with many attractive conversion 
options. 

—Writes Child’s Endowments at all ages. 

—Offers an attractive Income Bond Policy. 

—Grants a new Disability clause, which is a winner. 


For Agency Openings, Address the Home Office, 
The Chicago Temple Building, Chicago, Illinois 


























IN MICHIGAN 


First—Banking 
Second—Automobiles 
Third—Insurance 


That is the standing of the three foremost commercial enter- 
prises operating for the business and industrial advancement of 
Michigan. The position of the insurance business in Michigan's 
commercial activity may not be generally recognized. 

Michigan has many high class, progressive, substantial and 
sound-principled corporations. 

Included in this number is the Detroit Life Insurance Company, 
whose Home Office (on the corner of Park and Columbia), is the 
headquarters for the most loyal and energetic life insurance agency 
organization to be found anywhere in the State. 

Any general agency desiring good life insurance affiliations 
which will assure prompt service from the Home Office, and reason- 
able contracts, or any high class part time man not now satis- 
factorily associated, is invited to write to President M. E. O’Brien, 
or his assistant, Homer Guck, 2210 Park Avenue, for further infor- 
mation. 


Detroit Life Insurance Company 
Detroit, Michigan 


























H. A. HOPF & 
COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 
Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 
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by workmen’s compensation insurance?” 
with R. E. Weaverling of the Midwest 
Life presiding, and the other a con- 
tinuation of the discussion at the last 
meeting on “Termination of policies at 
ages 60-70,” with M. W. Hobart of the 
Ministers Casualty Union presiding. 

A part of the Wednesday morning ses- 
sion will be devoted entirely to informal 
discussion on problems relating to acci- 
dent and health insurance. Members 
.are urged to bring or send questions 
for discussion. 

An executive committee meeting will 
be held at the Hotel Chase, Monday 
evening, March 2, at 8 p. m. Conference 
members are ‘invited to attend. 





New Company Starts March 1 


W. A. Benson, president of the Peerless 
Life & Accident of Topeka, Kan., an- 
nounces that the new company will be- 
gin writing business about March 1. The 
company has established headquarters at 
820 Kansas avenue and is completing the 
preliminary work of organization as rap- 
idly as possible. Mr. Benson, who was 
formerly with the Kansas Life, will be 
the active manager of the new com- 
pany. The Peerless, while incorporated 
to write life insurance, will confine its 
efforts entirely to accident and health 
for the present, 


Hold Fall Caused Paralysis 


Pulling a weed out of his flower gar- 
den caused T, H. Dixon of Houston, Tex., 
a fall which resulted in paralysis, a jury 
there decided last week in rendering a 
verdict in favor of Dixon in his suit 
against the International Travelers un- 
der an accident policy. The company 
claimed that he was not injured acci- 
dentally, because paralysis caused him 
to fall back on the sidewalk when the 
obstinate weed finally gave up its hold. 
Dixon contended, however, that the 
paralysis was a result of the fall and 
the jury sided with him. 





National L. & A. Promotions 
The National Life & Accident has an- 
nounced the promotion of H. J. Brignac 
of New Orleans No. 2, S. O. Jordon of 
Bryant, Tex.; J. T. Evans of Texarkana, 





J. A. Fries of Savannah and C. Wilson 
of Jackson, Tenn., to superintendents. 
All have made good records as agents in 
the districts of which they will now have 
charge. 


Aetna Life Promotions 


In the accident and life department of 
the Aetna Life, E. C. Bowen, formerly 
assistant secretary, was named secre- 
tary as was C. G. Hallowell. Logan 
Bidle was elected an assistant secre- 
tary and H. W. Hough cashier. In the 
Aetna Casualty & Surety, G. E. Ashley 
was promoted to be department secre- 
tary as was Mr. Hallowell, and H. W. 
Hough was elected cashier. 





Roberts Named Assistant Cashier 


Walter Roberts, an underwriter in the 
accident department. of the Travelers, 
has been elected assistant cashier of the 
Travelers. Mr. Roberts wag born and 
educated in Hartford and is a graduate 
of Hartford schools. He entered the 
employ of the Travelers on Oct. 5, 1905, 
in the accident actuarial department. 
Later he was transferred to the Boston 
branch office of the company where he 
remained only a few month. Returning 
to the home office he spent about four 
years in the agency department and then 
turned his attention to accident under- 
writing. 


Launch New Masonic Company 


The Mutual Protective Insurance Com- 
pany has been organized in Kansas City 
by prominent Masons to write accident 
and health and automobile insurance 
among Masons only. The company has 
applied for a license in Missouri, which 
it is expected will be granted shortly, so 
that actual writing.of business may com- 
mence about the middle of February. 
J. Q. Watkins is president of the com- 
pany, and Blaine A. Darnold is secretary. 
Mr. Darnold has been active in the insur- 
ance business in Kansas City for sev- 
erald years, chiefly in health and accident 
company district management for closed 
companies. 


Sell Insurance With Gasoline 
The Columbus Oil,Company at Colum- 
bus, O., has put into operation a plan by 





which a person who purchases 50 gal- 
lons of gasoline shall receive upon the 
payment of 70 cents an accident insur- 
ance policy for $1,000 principal sum, 
which also provides $10 a week for 13 
weeks total disability and $100 for emer- 
gency sickness or injury. 


National L. & A. Texas Meeting 


Some 40 agents of the National Life & 
Accident from all parts of Texas were 
at the annual meeting held at Fort 
Worth this week. The meeting in addi- 
tion to being an annual affair of the 


ee 
agents making certain amounts of bug, 
ness was a celebration of the 12th anj 
versary of the company. W. Yates y 
Fort Worth presided at the meeting 
Reports made showed the past year fm 
the company in Texas had been pro. 
able. 


On Prohibited List 
The Union Indemnity of New Orleay 
announces that it has added chiroprg. 
tors and osteopaths to its prohibity 
occupational list for accident and healy 
insurance. 

















WITH INDUSTRIAL MEN 








PUBLIC SAVINGS MEN MEET 


Managers Had Two-Day Session at 
Home Office, Several Promotions 
and Adwards Being Announced 





The Public Savings of Indianapolis 
held a two-day meeting of its managers 
in Indianapolis. Vice-president W. Scott 
Deming announced several home office 
promotions as follows: E. J. Taylor, 
supervisor of ordinary production; Tom 
Jenkins, supervisor of industrial produc- 
tion; W. L. Poston, manager Division 
“Cc.” and W. C. Billeg, manager of ordi- 
nary department. At a banquet 15-year 
service badges were presented to 
Bernard Korbly, director and general 
counsel, who became connected with the 
company July 13, 1909; Homer A. Ben- 
son, editor, Nov. 1, 1909; Charles W. Folz, 
secretary, Nov. 9, 1909; Paul Korff, super- 
intendent, Nov. 29, 1909 (the first field 
man to qualify), and W. M. Stewart, 
manager home office debit, Feb. 7, 1910. 
The badge is a circular pin with a gold 
outer band, a gold star in the center with 
a diamond setting. Between the points 
of the star is the lettering “15 Years” 
and “P. 8, I.” 


M. N. Hatcher of the Hatcher Brothers 
general agency at Fargo, N. D., has re- 
turned from a several weeks’ visit in 
California. 


NEWS OF THE PRUDENTIAL 


Activities of the Men Out in the Faj 
are Bringing Results—Promotions 
Made 





When death, after an operations 
claimed James Reid, superintendent w. 
attached in Los Angeles, there passe 
from the insurance world one of th 
Prudential’s veterans, whose services jp 
responsible capacities had taken him fa 
afield and made him one of the bet 
known figures in the profession. 

Archie L. Sage has been rewarded with 
an assistancy in the Washington, Pa, 
district, where he conducted a debit 
a manner befitting a top-notcher. 


Good Record for Ordinary 


Butler, Pa., is the seat of the leading 
assistancy in ordinary net issued for 
1924 in Division E. William J. Rogers 
is the assistant in charge. The agency 
leader in ordinary is Alfred L. Carothen 
of the Altoona No. 1 district. M 
Carothers operates an average size 
debit covering a number of small town 

Agent Maurice F. Rigney of Kansas 
City No. 2 led the agency staff of Divi- 
sion L during 1924 in the production of 
ordinary business. 

Agents James M. Reilly of Des Moines 
; and Warren J. Robinson of Kansas City, 
| Kan., have been promoted to the posi- 
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INDIVIDUALITY! 


There is an individual, and peculiarily happy relationship existing between the Official Family of 
If your mind is focused upon something other than mere commis- 
sions—if you are striving to build a business of your own, maybe you could reach a higher goal 


the Volunteer and its Field Men. 


in this atmosphere. 


For twenty-ene years Volunteer has been building unobtrusively—there has been no waivering 
from thé established order upon which every good institution is builded. Volunteer was not a stock 
promotion scheme—we have grown to our present size without buying the business of any other com- 
pany. More than $75,000,000.00 insurance in force; nearly $10,000,090.00 assets—and a Surplus as re- 


spects policyholders of more than $1,685,000.00. 


We are not looking for a Washington, Lincoln, Roosevelt, or Wilson. Just the average American of the straight 
thinking, dependable type who wants a human cooperation in developing the best that is in him. We have some fine 


Guaranteed low net-cost non-participatin 


life insurance. 


Now voluntarily paying dividends on fully paid policies. 

Liberal acceptance of sub-standard business. 

Insures women on the same basis as men. 

Insures children from age 10 up—standard plans. 

Preferred Risk Policies at lowest net rates. 

Health Service of the Life Extension Institute—augmented 
by a liberalized Head Office service. 

Selling Helps—advertising material to help create the con- 
tact, and cement good will. 

A Direct-by-Mail plan of securing prospects which dignifies, 
and increases your business. 


openings from Virginia to Oklahoma. 


W. J. Arnette, Vice President & Agency Manager 


VOLUNTEER STATE LIFE INSURANCE COMPANY 


CHATTANOOGA 
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tion of assistant superintendents in their 
respective districts. 

Agent Conrad Pohlmann of the New 
Orleans, La., district, is promoted to as- 
sistant superintendent in the Nashville, 
Tenn., district. : 

Agent Howard W. Brent of Washing- 
ton, D. C., is appointed an assistant su- 
perintendent in his own district. 

A recent promotion to the rank of 
assistant superintendent was that of 
Henry P. Blessing of the Cleveland No. 1 
agency. 

Agent Harold C. Mertz of Rochester, 
nN. ¥., No. 2, is a firm believer in low 
arrears and substantial advance pay- 
ments. The arrears on his debit amount 
to only 1 percent and the advance pay- 
ments are slightly under 400 percent. 

Assistant Superintendent Edward W. 
Linbarge of the Brooklyn No. 12 district 
has just completed 30 years of con- 
tinuous service with the company. 

Leo A. Weaver, agent of the Elizabeth, 
N. J. district, has been promoted to an 
assistant superintendency. Mr. Weaver 
assumes dis new duties at Perth Amboy, 
N. J.. which is operated from the New 
Brunswick, N. J. district. 

John W. Goetz is advanced to assist- 
ancy duties in the McKeesport, Pa., dis- 
trict-—Mr. Goetz entered the service of the 
Prudential in his present location late in 
1919. 

The Uniontown, Pa., district was 
formed on Dec. 1, 1924, and to it under 
the leadership of its superintendent, Mr. 
Emmett P. Carroll, falls the distinction 
of leading Division “E” in proportionate 
industrial results for January. Union- 
town is also represented among the com- 
pany’s assistancy leaders by Assistant 
Superintendent J. P. Leslie in eighth 
place, while in the agency ranks E. G. 
Brooks occupies the premier position in 
the division and stands No. 2 among the 
entire Prudential force. 

The close of January, 1925, showed 
George A. Millard, agent in the Brook- 
lyn No. 7 district leading with the low- 
est percentage of arrears. He is, how- 
ever, closely followed by Liborio Libasci, 
agent, Brooklyn No, 3, and Anthony J. 
Zimmerman, agent, Brooklyn No. 8, who 
stands number 2 and 3 respectively. 


Public Savings Appointments 


H. C. Cramton, formerly superintend- 
ent of the Public Savings in Indianapolis 
north, has been made manager of Indian- 
apolis south, succeeding W. A. Smith, 
who has been transferred to Hamilton, O. 
Other recent appointments are: 

Agent J. C. Gosztola, South Bend, pro- 
moted to superintendent. 

Agent G. M. Bush, Detroit 4, promoted 
to superintendent. 

Agent L. E. Waters, 
moted to superintendent. 

Superintendent T. J. 
ferred from Hamilton, 
town, O. 

Superintendent H. E. Fisher, Middle- 
town, O., transferred to Hamilton, O. 

Agent G. V. Kell, Washington, pro- 
—" to superintendent at Vincennes, 

nd. 

Agent W. S. Peterson promoted to su- 
Perintendent at Hammond, Ind. 


Detroit 4, pro- 


Hester trans- 
O., to Middle- 


Conservative Life News 


The Conservative Life of South Bend, 
Ind, announces the appointment of Ira 
H. Gibson as superintendent of the Ft. 
Wayne district. Mr. Gibson has been 
connected with an industrial company 
for a number of years. 

- H. Loop is appointed superintendent 
at Kokomo, Ind. Mr, Loop began his 
career in the business as an agent for 
the Conservative Life at Kokomo, Aug. 
*9, 1921. Mr. Loop’ has been offered a 
Superintendency a number of times, but 
Waited until an opportunity arose where- 
by he could take charge of the district 
in Kokomo. 

A. M. Kozlowski, who was formerly 
connected with this company as super- 
intendent of the Gary, Ind., district, but 
who left of his own accord in the spring 
of 1924, is reappointed superintendent of 
that district. 

The field force of the Conservative Life 
is putting over a special effort for Feb- 
ruary in honor of Vice-President A. S. 
Burkart, now acting president. On Feb. 


28 Mr. Burkart will celebrate his 49th 
birthday, 


Enter Million Dollar Club 


Two Baltimore managers of the Metro- 
en Life made records in 1924 
7 ich entitle them to membership in the 
Wabany'’s Million Dollar Club. B. J. 
: illiams, head of the Patapsco district, 
ualified for the second time. G. W. 
o Ike, head of Homewood district, also 
Ssed the $1,000,000 mark. 

















NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books 
Diges 
PRICE, $3.50 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
, etc. Supplementing the “Unique Manuai- 
t”’ and “‘Little Gem,”” Published Annually in May and April respectively. 

















PUTS OUT NEW RATE MANUAL 





Western States Life Reduces Non- 
Coupon Rates and Adds Several 
New Policy Forms 





The Western States Life of San Fran- | 


cisco has published a new rate manual 
showing a reduction of premium rates 


on non-coupon policies, a complete re- | 


vision of the arrangement of the rate 
book and the addition of several new 
policy forms. In addition to reducing 
rates on the non-coupon policies, the 
company has increased its surrender 
values of both coupon and non-coupon 
forms, resulting in values equivalent to 
the full reserve in every case. 
rates on the non-coupon policies, which 


The new | 


show a decrease from those formerly in | 


effect, are as follows: 
Non-Coupon Policies 


semi-annual $20.80, quarterly $10.60 and 
monthly is $3.54. 


Child’s Educational End. at 18 


Age Annual Semi-An. Quar. Mo. 

Deceeees $56.68 $29.47 $15.02 $5.01 
Meaceeces 61.40 31.93 16.27 5.43 
Me ecscecece 66.12 34.38 17.52 5.85 
Gans out 70.84 36.84 18.77 6.26 
Teeeesnes 75.56 39 29 20.02 6.68 
i dececne 82.64 42.97 21.90 7.30 
Teoceese 94.44 49.11 25.03 8.35 
eae 106.24 55.24 28.15 9.39 


NEW FORMS ARE ANNOUNCED 


Mutual Life of Illinois Extends Age 
Limit Down, Adds Juvenile Policies 
and Puts Out $5,000 Contract 


The Mutual Life of Illinois has pub- 
lished a supplemental rate manual, 
showing rates for ages 16-19, heretofore 
the same as 20, new juvenile forms and 


| cent. 


| a special $5,000 form. The company also | 


announces that a new dividend schedule | ; 


is being formulated, which will show an 


| increase of from 10 to 20 percent over 


—s — — _ — 
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15... .... $20.55 $24.97 $33.84 $40.65 $56.82 | 
16... .... 20.83 25.31 34.29 40.70 56.86 | 
17... .... 21.12 25.66 34.77 40.75 56.91 
18... .... 21.43 26.03 35.26 40.82 56.97 
19... .... 21.74 26.41 35.77 40.87 57.02 
20... .... 22.08 26.80 36.30 40.93 57.08 
21...$14.73 22.41 27.21 36.88 40.96 57.14 
22... 15.06 22.76 27.63 37.48 40.99 57.22 
23... 15.40 23.13 28.07 38.11 41.02 57.29 
24... 18.76 23.52 28.53 38.76 41.06 57.36 
25... 16.14 24.91 29.00 39.43 41.11 57.44 
26... 16.54 24.35 29.52 40.13 41.20 57.47 
27... 16.96 24.81 30.06 40.85 41.30 57.49 
28... 17.40 25.27 30.62 41.60 41.40 57.54 
29... 17.87 25.77 31.20 42.38 41.51 57.58 | 
30... 18.36 26.27 31.80 43.19 41.64 57.63 
31... 18.90 26.81 32.43 44.03 41.77 57.75 
32... 19.46 27.36 33.09 44.89 41.92 57.87 
33... 20.06 27.94 33.76 45.79 42.08 58.01 
34... 20.69 28.54 34.47 46.72 42.25 58.16 
35... 21.36 29.17 35.20 47.69 42.44 58.32 
36... 22.08 29.83 35.97 48.69 42.66 58.50 
37... 22.82 30.52 36.75 49.74 42.89 58.68 
38... 23.62 31.24 37.58 50.81 43.15 58.89 
39... 24.46 32.00 38.45 51.93 43.44 59.12 
40... 25.86 32.78 39.35 53.10 43.76 59.37 
41... 26.34 33.69 40.37 54.30 44.16 59.72 
42... 27.88 34.64 41.43 55.55 44.60 60.09 
42... 28.48 35.64 42.55 56.86 45.09 60.50 
44... 29.66 36.70 43.72 58.22 45.63 60.96 
45... 30.92 37.82 44.95 59.62 46.23 61.45 
46... 32.28 39.01 46.24 61.22 46.89 62.00 
47... 33.72 40.26 47.60 62.87 47.62 62.61 
48... 35.25 41.60 49.02 64.60 48.44 63.27 
49... 36.88 43.01 50.52 66.39 49.34 64.01 
50... 38.63 44.52 52.10 68.26 50.33 64.82 
51... 40.49 46.12 53.76 70.20 51.47 65.78 
52... 42.49 47.82 55.51 72.23 52.72 66.83 
53... 44.61 49.63 57.35 74.34 54.11 67.97 
54... 46.89 51.58 59.31 76.54 55.64 69.23 
55... 49.33 53.66 61.39 78.86 57.30 70.62 
56... 51.99 56.00 63.53 81.26 59.26 72.22 
57. 54.84 58.51 65.93 83.79 61.40 73.96 
58... 57.91 61.21 68.43 86.43 63.76 75.88 
59... 61.21 64.12 71.10 89.22 66.34 78.01 
60... 64.76 67.25 73.94 92.15 69.15 80.33 


The new policy forms announced by 
the Western States Life and included in 
the new manual just published are: 20 
payment life preferred risk policy, child’s 


20-year endowment policy, child’s edu- | 


cational policy at age 18. The rates on 


these new forms are as follows: 
20 Pay Life Preferred 





Child’s 20 Year End. 


Ages 1 to 14—125 percent of all pre- | 


miums will be returned on the death of 
the insured. Annual premium 


forms announced are as follows: 
Ordinary Preferred $5,000 
Age Prem. Age Prem. Age Prem. | 
16.. $62.45 31. $ 88.85 46. $148.30 
17. 63.65 32.. 91.40 47.... 154.50 
18. 64.95 33.. 94.10 48 - 161,15 
19.... 66.35 34.. 97.00 49.... 168.25 
20. 67.75 35.. 100.05 50.... 175.80 
21 69.20 36.. 103.25 651. - 183.85 
22 70.75 37.. 106.65 52.... 192.40 
23.. 72.40 38.. 110.25 53. . 201.55 
24.. 74.10 39.... 114.05 654.... 211.35 
 - 75.$0 40.... 118.10 55.... 221.75 
26. 77.80 41.... 122.40 66.... 232.85 
79.80 42.... 126.95 57.... 244.75 
28.. 81.85 43.... 131.80 58 257.45 
29.. 84.05 44.... 137.00 59 271.05 
3 86.40 45.... 142.45 60 285.55 
Juvenile 20 Year End. 
| Age Prem. Age Prem. Age Prem 
Beeecee $39.29 Weccoee $40.84 12..... $41.53 
Bocces 39.76 Becees GL.OT BScccce 41.57 
Ge cese 40.10 Bocce 41.26 14..... 41.62 
Beeces GOs Beoeces 41.40 15..... 41.66 
Gecees 40.62 11..... 41.49 
Juvenile Endowments 
At At At At At 
age age age age age 
Age 6 17 1 19 20 
err $60.02 $55.44 $51.43 $47.87 $44.70 
DS skenee 66.07 60.73 56.10 52.03 48.44 
S cccecse 72.87 66.61 61.23 56.55 52.46 
D eecess 80.77 73.33 67.03 61.61 56.91 
7 sesees 90.14 81.18 73.71 67.38 61.94 
w ceucec ..-» 90.53 81.54 74.04 67.68 
” esates ° ..-- 90.90 81.88 74.36 
D seeses ° cece .»» 91.19 82.16 
BO seveve eos eee ese sees BSCE 
Participating New Limits 
AMO coccccseses 16 17 18 19 
Form— ~ a 
Ordinary ..... $16.57 $16.89 $17.25 $17.60 
20 Pay Life.... 24.83 25.20 25.60 26.00 
20 Yr. End.... 47.29 47.37 47.43 47.54 
15 Pay Life.... 29.71 30.15 30.62 31.09 
15 Yr. End.... 65.44 65.51 65.60 65.68 
End. at 65..... 19.24 19.61 20.00 20.41 
Non-Participating New Limits 
DMO cccccccececs 16 17 18 19 
Form— 
| Ordinary ...... 14.10 $14.38 $14.67 $14.98 
20 Pay Life.... 21.63 21.95 22.29 22.64 
20 Yr. End.... 41.81 41.86 41.92 41.97 
15 Pay Life.... 26.25 26.64 ‘27.04 27.46 
15 Yr. End.... 58.47 58.52 58.58 58.63 
nd, at 65..... 16.35 16.73 17:14 17.56 
Oregon Life 


| amounting to 20 percent of the regular | 


| March 1, 


the present scale. The rates on the new 





The directors of Oregon Life have de- 
clared an extra special cash dividend, 


dividend, payable to all policyholders of 
record for the dividend year beginning 
1925, on the same terms and 
conditions under which the regular divi- 
dends are paid. On December 1, 1924, the 
company reduced its premium rates very 
materially and adjusted the dividend 
schedule in a similar manner. This ad- 


|justment will, however, result in a re- 


is $40, | correspondingly 


duced net cost of insurance to the policy- 
holder in more than 95 percent of the 
ages on all forms of contract. 


all the participating policyholders the 
advantages of the lowered net cost. 

The report shows that the ratio of 
actual to expected mortality for the year 
was 36.4. 


ATLANTIC LIFE’S NEW RATES 





Has Announced Schedule for Participat- 
ing Endowment and Term Forms, 
Showing Reduction of 10 Percent 





The Atlantic Life has published a 


| new schedule of rates on its endowment 
|and term participating forms, showing 


an average reduction of nearly 10 per- 
The new rates per $1,000 on the 





principal forms are as follows: 
End. 20-Pay --Term—, 
20-Yr. 25-Yr. Age End. 
|;Age End. nd. 65 65 Year Year 
$ $ $ $ 3 $ 
15... 45.42 35.88 19.38 27.11 1... «eee 
16... 45.50 35.96 19.78 27.55 .... «ss 
17... 45.60 36.07 20.21 28.01 .... «sues 
18... 45.69 36.17 20.66 28.49 .... «s+. 
19... 45.79 36.27 21.13 28.99 .... «ee 
20... 46.89 36.39 21.62 29.50 .... ....; 
21... 46.00 36.50 22.15 30.03 8.10 8.19 
22... 46.11 36.63 22.71 30.60 8.16 8.24 
23... 46.24 36.76 23.28 31.17 8.22 8.29 
24... 46.37 36.90 23.91 31.78 8.27 8.34 
25... 46.51 37.06 24.56 32.40 8.30 8.39 
26... 46.66 37.22 25.26 33.06 8.34 8.44 
27... 46.81 37.40 25.99 33.74 8.37 8.49 
28... 46.99 37.59 26.79 34.46 8.40 8.56 
29... 47.17 37.80 27.62 35.22 8.44 8.64 
80... 47.38 38.03 28.51 36.00 8.50 8.75 
31... 47.59 38.26 29.45 36.81 8.55 8.90 
32... 47.81 38.62 30.47 37.66 8.63 9.06 
33... 48.06 38.82 31.56 38.56 8.76 9.26 
34... 48.34 39.14 32.72 39.50 8.90 9.45 
35. 48.63 39.47 33.95 40.47 9.05 9.73 
36. 48.94 39.85 35.28 41.50 9.22 10.03 
37... 49.30 40.27 36.73 42.58 9.41 10.35 
38... 49.68 40.73 38.29 43.72 9.64 10.69 
39... 50.10 41.23 39.96 44.91 9.91 11.06 
|} 40... 50.57 41.78 41.78 46.18 10.23 11.49 
41. 51.06 42.38 43.74 47.50 10.60 11.98 
42... 51.63 43.04 45.90 48.91 11.03 12.53 
43... 52.25 43.79 48.26 50.42 11.51 13.16 
44... 52.92 44.60 60.84 561.99 12.06 13.89 
45... 53.68 45.50 53.68 -++ 12.67 14.75 
46... 54.49 46.47 56.81 13.36 15.69 
47... 55.42 47.56 60.28 14.14 16.71 
48. 56.41 48.75 64.16 15.02 17.82 
49... 57.53 50.08 68.52 16.00 19.03 
50. 58.74 61.51 73.43 17.06 20.33 
51... 60.06 e+e 78.98 18.23 .... 
52 61.52 85.37 19.51 
53. 63.15 92.78 20.90 
54. 64.91 101.45 22.41 
55. 66.83 111.76 24.05 


The Equitable Life of Iowa is giving 
an extra allotment of one-half of the 
full regular dividend affecting policies 
which sustained a reduction in dividends 


| during the year from March 1, 1918, to 
Feb. 28, 1921, inclusive. This extra al- 
lotment applies to all policies issued 


| for 1925. 


from March 1, 1918, to Feb. 28, 1919, in- 
clusive. 


Phoenix Mutual Life 

The Phoenix Mutual announces that 
the 1924 dividend schedule will continue 
Five years ago this company 
began issuing policies on the 3% percent 
reserve basis in addition to those on the 
3 percent. In 1924 55 percent of the new 
business was written on the 2% percent 
basis. 


New England Mutual 

The New England Mutual Life will 
issue a new set of policies effective 
March 1. All of the policy forms have 
been reorganized and modernized with 
minor changes in phraseology and ap- 
pearance, but no radical changes have 
been made and no new types of con- 
tracts are being issued. Among other 
alterations have been some as to policy 


| options though nothing drastic has been 


| $100.” 


The regular dividend schedule,.opera- | 


old policies was 
thus giving 


1925, on 
increased, 


tive March 1, 


altered. 


Travelers 

The Travelers has discontinued writ- 
ing the payroll deduction policy with a 
premium equal to one-twelfth of the 
annual premium. Instead the usual 
loading for monthly premiums is added. 

The Travelers, among recent depar- 
tures from its old underwriting basis, 
has announced that hereafter it will in- 
sure children down to age 12. Hereto- 
fore the lower limit of the Travelers has 
been 15. 


Metropolitan Life 

The Metropolitan Life has announced 
that effective Feb. 14 it will withdraw 
one of the policies issued by its inter- 
mediate department, the “Limited Pay- 
ment Life $500 with Deferred Annuity 
This policy has been issued by 
the intermediate department for several 
years, but the demand was so slight, and 
the amount sold so small, that it was 
decided to discontinue it. 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 


Columbian National Agents are in a position to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 








NORTHERN STATES LIFE 


INSURANCE COMPANY 


Minneapolis, Minn. 
F. W. DALTON, President 


| Write Home Office 
Exceptional Contracts. | Some Choice Territory 
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MAY ADOPT CLEVELAND PLAN 


Cincinnati Life Underwriters Hear John 
H. York Tell What the Northern 
Ohio City Does 


The regular monthly meeting of the 
Cincinnati Life Underwriters Associa- 
tion was held Feb. 13. The speaker was 
John H. York, president of the Cleve- 
land Life Underwriters Association and 
agent for the State Mutual. His sub- 
ject dealt with the work of the Cleve- 
land association, the benefits which the 
underwriters of that city secured from 
it and especially the advantage of hav- 
ing a paid secretary whose time was de- 
voted exclusively to the work of the 
organization. 


Duty of Life Men 


Mr. York said that the men who write 
life insurance are a body that as a group 
do more good for humanity in general 
than any other similar group of individ- 
uals in any line of business. To say that 
to accomplish really lasting results they 
must get together and develop their 
common interests. He asserted that in- 
surance men are poorly organized and 
that too often they regard their asso- 
ciation as merely a bread and butter 
club, in that they eat lunch together at 
comparatively infrequent intervals. From 
the experience of the Cleveland life men, 
selling the idea of the association is the 
same as selling citizenship in the United 
States. There are so many advantages 
to be secured through the association 
that it is almost as difficult to know 
where to start with the one as with the 
other. 

The motto with which every person 
in the United States is familiar, due to 
the fact that it is on every coin—E 


Pluribus Unum—is the keynote to the | 





success of citizenship and may wit 
equal force be regarded as the basis fe 
success of the underwriting professic 
in any given community. 

Compared to other lines of busineg 
the insurance salesman really has by 
little to worry about for he has no ove. 
head worth mentioning. In most case 
the bulk of the overhead consists i 
membershin dues to the association, j 
he belongs, and possibly the fee fg 
keeping his name in the telephone bok 
All other expense is borne by the gen. 
eral agents and the companies. 


Benefits of Cooperation 


Since the charges of maintaining ; 
standing in the insurance business ar 
so slight and since the benefits of co 
operation have been proved to be » 
great, it is most short-sighted and x 
variance with good business practice tp 
regard the failure to make these « 


| penses as a saving. 


The bulk of ideas which assist meni: 
selling life insurance come from other 
men. There is but little originality is 
each individual. To make up for this 
absence of pioneering thought and als 
to provide short cuts to the knowledg 
which successful writers must hav 
agents must rub elbows with each othe 
and must come into contact with th 
best minds in the business. 


Gets Good Speakers 


The Cleveland association is able t 
scour the country for the best speakers 
and is in a position to compensate them 
for their services. With a paid secre 
tary the work which formerly was any 
man’s job and therefore was seldom 
done, has now become one man’s job ant 
responsibility for advancement of the 
interest of the individuals definitely 
placed. 

That the association’s work is succes 
ful and that it pays was proven by ont 





HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 


Industrial policies are in full immediate benefit from date of issue. 
er ee policies contain a valuable Disability clause and are guaranteed by State 


ent. GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas. 














Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “participating” insurance if ‘“‘dividends’’ were 


decreased or passed. 


Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? Premiums have been 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 
policies issued by the 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 

















We issue: 
business. 
pating. 


$110,000,000. 


excellent. 


LOUISVILLE 


General Agency Opening 


A SOUTHERN COMPANY wants 


a real general agent in Louisville—the 
largest city in the Blue Grass State. 


He must be a personal producer as 
well as an organizer. 


Standard and _ sub - standard 
Participating and non-partici- 
Insurance in force more than 


Assets in excess of $13,000,000. 


Our general agency contract is at- 
tractive and the territory available is 


Address N-11, National Underwriter 
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incident. The members of an industrial 
office were, after a considerable amount 
of discusion, persuaded to join the as- 
sociation for one year. At that time this 
office stood No. 78 on its company’s lists. 
At the end of the year, it stood No. 13 
and it was not even necessary to ask 
the members if they felt they had re- 
ceived their money back. 


Meetings Hold Much Interest 


Another evidence of its success has 
been the fact that whereas eight years 
ago with a $3 per year membership 
there were but 150 members of the asso- 
ciation, today there are 500 members, 
the agents paying $24 per year and the 
general agents $120. Furthermore the 
meetings today are invariably fully at- 
tended and there is always a great 
amount of enthusiasm. This condition 
was not the case eight years ago. In 
other words, by putting in more, the 
underwriters are able to get more out. 
The underwriters know that their asso- 
ciation connections are the most valu- 
able they can secure since life insur- 
ance is their life work, and to be suc- 
cessful in it, they must co-operate with 
each other whole-heartedly to secure the 
benefits which they may have if they 
do so. They have found that with the 
complete organization of the Cleveland 
association, their time is actually con- 
served to such an extent that the added 
business they write far more than pays 
their share of the costs. 


May Adopt Cleveland Pian 


Harry Walter Hutchins, one of the 
oldest members of the Cincinnati Asso- 
ciation, said that the Cleveland plan was 
eminently suited to Cincinnati. He 
hopes that the Cincinnati body will 
adopt similar measures. He pointed out 
that the present costs of the association 
to the members were only about 10% 
of their fare to and from work, that the 
dues were only a fraction of dues in 
other organizations to which the under- 
writers belonged and from which they 
secured no such benefit as from the 
association. 

A committee of seven, the majority 
of which are agents, was appointed for 
the purpose of investigating the sub- 
ject fully and of making recommenda- 
tions to the association for adopting 
similar plans in Cincinnati. 

ee 


KNOW HOW YOU’VE USED TIME 


Roy H. Heartman Emphasizes Value of 
Daily Inventory, in Oklahoma 
City Address 


OKLAHOMA CITY, OKLA., Feb. 
18—At the monthly luncheon Saturday 
of the Oklahoma life underwriters, Roy 

Heartman, general agent for the 
Equitable Life of New York in Des 
Homes, was the speaker. He empha- 
sized the necessity of a daily inventory 
m successful life insurance selling and 
explained in detail what he terms the 

Efficiency Campaign” recently intro- 
duced into his own agency with start- 
ling results. 

He declared that his agency made it 
‘ompulsory that every full time under- 
Writer of its connection must keep a 
daily report and mail it in to the gen- 
tral agent’s office every week. This re- 
port must show plainly just how the 
salesman employs his time, and how 
much time each day he spends in the 
eieeence ot a prospect. The success of 
. general agent, he said, depends upon 
a ot each individual connected 

. iS agency, and it should be his 
Prime object to help that man make 
g00d—and to see that he succeeds in 
Producing his quota. 


Keep Record for One Week 


‘If we would keep a record just one 


‘a ascertain just how we spent 
very minute of each day, from the time 
morning until our 
ie eee we would be astounded 
pent in = limited time we actually 
lient. © presence of a prospective 
- A merchant does not keep his 
away ee in a drawer or hidden 

° 4 en how in the world can we 
erwriters get any business un- 


return at night, 


less we present our proposition to the 
people. 

“See the people—see the people,” he 
said, “and then after you think you have 
seen all the people you can—go out and 
see more people. That is our only road 
to success. We have but eight golden 
hours every day, at 5 o’clock they are 
gone—but we are accountable for every 
minute of that time. Time is our only 
stock in trade and we should cherish it 
as such.” 


Don’t Blame Economic Conditions 


Mr. Heartmen believes that economic 
conditions have no influence on the sale 
of life insurance. “If they have,” he con- 
tinued,” it would be in an inverse ratio. 


life protection when things are going 
wrong.” 

He says that many sales are forfeited 
by failing to give a man a chance to put 
his name to the application. “We all 
hesitate to present the application—give 
the prospect an opportunity to sign it, 
even if he refuses,” he urged. 

Returning to the value of time, the 
speaker discourged sitting in the office 
too long to dope out and program a 
proposition to present, emphasizing that 
the time spent in the presence of the 
prospect is the only time that pays. Asan 
example he cited the factory where a 
man is only paid from the time he gets 
on the job until the whistle blows. “He 
is not paid for the time he spends com- 
ing and going to work, nor for the time 
he spends getting ready to go to work. 
But just for the time he is actually at 
work. A certain amount of program- 
ing is essential, but this is all prelimi- 
nary to the sale—we cannot sell unless 
we are in the presence of the man.” 

Among the speakers announced by the 
Oklahoma association for its regular 
meetings are Frank L. Jones of Indian- 
apolis in April, and Dr. E. G. Simmons 
of the Pan-American Life in May. The 
association has added 70 new members 
during and since its sales congress. 

*x* * * 

Louisiana—Wm. A. Searle, assistant to 
President John W. Clegg of the National 
Association of Life Underwriters, was 
the principal speaker at the meeting 
of the Louisiana association Friday, in 
New Orleans. Mr. Searle has been in 
Texas the past week and after a day 
in New Orleans went on to Jackson, 
Miss., for a meeting of the local asso- 
ciation there Saturday. His further 
itinerary included Birmingham, Chatta- 
nooga, Atlanta, Raleigh and Washington, 
dD. C. 

* * * 
Columbus, 0.—George W. Ryan, gen- 
eral agent of the Provident Mutual at 
Pittsburgh, addressed the Columbus 
association at the meeting Feb. 19. A 
life insurance sales congress will be held 
in Columbus March 7. 

x * * 
Northern California.—Principal speak- 
ers at the February meeting of the 
Northern California association in San 
Francisco, Feb. 16, were Winslow Rus- 


Men are more receptive to the idea of | 














sell, vice-president, and George W. Ayars, 
general agent of the Phoenix Mutual 
Life. Mr. Russell and Mr. Ayars are mak- | 
ing a tour of the Pacific Coast. The sub- | 
ject covered by Mr. Russell was “Devel- | 
oping a Successful Life Underwriter” in 
which he outlined in detail methods used 
by the Phoenix Mutual, which has been | 
one of the pioneers in the training of 
agents. | 
x * * 
Indianapolis, Ind.—“Our Problem” was 
the topic of an address delivered before | 
the Indianapolis association Tuesday by 
Hugh D. Hart, manager of the Aetna | 
Life’s New York City agency. Mr. Hart 
stopped over in Indianapolis while en 
route to Denver, Colo., where he was on 


the program of the Colorado. sales 
congress. President Paul W. Simpson of 
the association, local representative of 


the Aetna Life, asked Mansur B. Oakes. 




























| Over 1% Million Policies Now In Force 


Only four other life insurance com- 
panies in America have more policy 
contracts in force than this com- 
any. The following figures show 
rts remarkable growth in the last 


ten years: 

Jan. 1, 1914 Jan. 1, 1924 
ROGERS. ccececcoccecsced $ 7,804,230 § 40,113,271 
Policies in Force..... 503,302 1,552,803 


Insurance in Force... 73,455,636 351,149,583 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 



























A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 
















CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 
DES MOINES - - ° © - 












IOWA 
































POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, 








Illinois 

















Service to Policy Holders 


Live Up-to-Date Policies 


H. B. HILL, President 





MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director 







HOME OFFICE 
SPRINGFIELD, ILLINOIS 

















Service to Agents Service to the Public 







Ordinary Life Limited Payment and Endowments 











JAS. FAIRLIE Vice-Pres.and Actuary DR. J.R.NEAL, Sec. 
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Excellent Chance in Chicago 


The E. H. Carmack general agency of the State Mutual Life, in 
Chicago, presents an unusual opportunity at this time to agents who 
desire to get a strong foothold in the big city. It is one of the oldest 
general agencies and represents a stalwart New England company 
with an influential Chicago patronage. Agents will be given care- 
‘ful guidance and training by a supervisor who has been identified in 
a professional way with a school of life insurance salesmanship. 


; Address 
E. H. CARMACK, Gen. Agt. RUSSELL S. KING, Asst. Gen. Agt. 
STATE MUTUAL LIFE ASSURANCE CO. 


Suite 511 Gas Building, Chicago, III. 








National \ ," 7 Produce 
Underwriter ant Ad S Results 
One Inch, One Column wide, one time, $5.00 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins. Exch. 
Phone Wabash 2704 CHICAGO 














Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 
nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 

















| 
| 
| 
| 


| 
| 
| 
| 








—— 
president of the Insurance Research 4 
Review,” to introduce Mr. Hart, whig 
he did by pointing out that Mr. Harty 
agency had paid for $7,040,000 new bug. 
ness in January, topping all generg 
agency records of the country for th 
month. 

Mr. Hart disclaimed being a “wig 
man from the east,” but confessed to y 
years’ of life insurance experience 


Arkansas and but six months in Ne, 
York. 
x * * 
Milwaukee, Wis.—Three highly inter. 
esting talks were delivered before th 


Milwaukee association at the February 
meeting. I. H. Offner, general agent jp 
Wisconsin for the Massachusetts Mutu 
Life, spoke on “Business Insurance’ 
Gifford T. Vermillion, special represent,. 
tive of the Mutual Life of New York ay 
one of the star producers in Milwaukee 
spoke on “Corporation Insurance,” aj 
Joseph C. Moser of the Marshall & Ilsley 
Bank discussed “Life Insurance an 
Bank Credits.” 
x * * 

Omaha, Neb.—The Omaha Association 
has completed plans for a one-day sale 
congress Feb. 24. Pres. John W. Cleggo 
the National Association, John Reynolés 
vice-president of the Union Trust Con. 
pany of Detroit; Frank Bowles, manage 
of the Phoenix Mutual Life at De 
Moines, with one to be furnished by 
the Lincoln association, will be th 
speakers. At the banquet, Rabbi Cob 
of Omaha and President Clegg will 
the speakers. The Lincoln association 
will be Omaha's guests. 

*x* * * 

Los Angeles, Cal.—Winslow Russell, 
vice-president and agency manager of 
the Phoenix Mutual Life, was to be th 
principal speaker at the monthly meet- 
ing of the Los Angeles association 
Thursday evening, on the subject, “Ca 
Life Insurance Be Advertised Success- 
fully?” 

The entertainment program was a- 
ranged by E. R, Putnam, manager of th 
southern California agency of the Phoenit 
Mutual. Another speaker on the program 
in addition to Mr. Russell was Dr. Frank 
Dyer, pastor of Wilshire Congregational 
Church, on “Looking Out Upon Life.” 4 
feature of the evening was the welcom- 
ing home of George W. Ayars, forme 
president of the association and now 
connected -with the Phoenix Mutual, whe 
has been absent on an extended visit to 
the home office in Hartford. Mr. Ayar 
is on the program as a speaker, his sub- 
ject being :“As a Man Thinketh.” 

*x* * * 

Minneapolis, Minn.—The Minneapolis 
association has started on an aggressive 
campaign to make the organization of 
the utmost value to its members. Har 
old Kaufmann of Hamburger & Kaut- 
mann, general agents of the Northwest 
ern Mutual, has been elected president 
in place of R. E. Peters of the New York 
Life, whose frequent absences from the 
city made it impossible for him to serve 
J. Arthur Williams of the Minnesota 
Mutual has been chosen vice-president 
end Orren L. Edwards is chairman of 
the executive committee. 

Instead of having a set address bY 
some man prominent in life insurance 
circles, as has been the custom in the 
past, the association this year will stag 
practical demonstrations in life insur 
ance salesmanship with its own mem 
bers as the actors. At the meeting this 
month, Messrs. Jewett, Baker and Int 
ham of the Northwestern Mutual put 
the demonstration and even old-timer 
in the life game were surprised at the 
many ideas they got from the meeting 
Ralph Hamburger, also of the North- 
western, closed the demonstration. 

At the March meeting some 
agency will take charge of the progra™. 

es ¢ s 

Baltimore, Md—James Elton Brasé 
former instructor at New York Univer 
sity, and James A. Whitmore were ~ 
principal speakers at a meeting of bn 
Baltimore association last Friday. * 
Bragg spoke on “Practical Methods © 


other 


Selling Program Insurance.” He '§ vas 

assistant manager of the Union Centre 

agency in New York City and has res 

| addressing a great many of the une 
writers’ associations in the east " 

ceeded in & 


each occasion he has suc 


. Tree, 
| thusing his audience to a great dee 


and his speech here was no except 
Mr. Whitmore, assistant a Hart 
ager of the Phoenix Mutual Life 4 


ford. spoke on “Life Insurance, # Pre 
fession—When?" 
es . on 
Chicago—President John W Cues the 
the National Association will address 
1 meeting 


Chicago association at a specia 
(CONTINUED ON PAGE 32) 
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| OPENINGS AT 

|| Boise, Idaho 

| Pocatello, Idaho 

Rockford, Ill. 

|| Springfield, II1. 

| Fort Wayne, Ind. 

|| South Bend, Ind. 

| Terre Haute, Ind. 

|| Burlington, Iowa 

|| Davenport, Iowa 

| Mason City, lowa 

|| Pueblo, Colo. 

|| Louisville, Ky. 

|| Grand Rapids, Mich, 

Lincoln, Nebr. 
Billings, Mont. 

Great Falls, Mont. 

|| Helena, Mont. 

|| Missoula, Mont. 

|| Columbus, Ohio 

| Dayton, Ohio 

|| Springfield, Ohio 

|| Toledo, Ohio 
Amarillo, Texas 
El Paso, Texas 

| Houston, Tex. 

|| Cheyenne, Wyo. 

| Roanoke, Va. 

















**POOR RICHARD” said— 


“All that glitters is not gold.” 


Promises and Percentages may 
be made to “glitter’-—BUT 


The real gold that an Agency contract 
puts into YOUR pants-pocket is the real 


measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 
AGED— 


1. For Agencies less than five years old 


old $3,500. 


$25,000 


REMEMBER THAT’S JUST 
RENEWALS! 


These men know how real gold 
glitters—and they know it paid them 
to get and keep an Agency contract 
that is Right. 


On Agency Matters Address 


oO. JI. LACY 
2nd Vice-President 


THE MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 


ST. PAUL—‘‘Where the Great Northwest Begins”’ 


The Minnesota Mutual now a $107,000,000 company 





For Agencies up to seven years old 


For Agencies over ten years old 





ot on get in 
Insurance Company 


& oF rd 


“OHIO” 


Do you know Ohio has 135 Cities of 3,000 popula- 
tion or more. It is a State of Opportunities. 


The Ohio National Life Insurance Company, the 
Company of Opportunities, has some excellent 
openings for Agents, District Managers and Gen- 
eral Agents in the State of Opportunities for men 
who can qualify. 


For information, address in confidence if you 
desire, 


The Ohio National Life 


Insurance Company 
Cincinnati, Ohio 


T. W. APPLEBY, President 
, W. F. MACALLISTER, Agency Manager 


























Provident Mutual 


Life Insurance Company of Philadelphia 


Pennsylvania 


Founded 1865 


Over forty per cent of the new business 
of the Provident Mutual is upon the lives 
of old policyholders who not only evi- 
dence their satisfaction by insuring their 
own lives, but by recommending the 
Company to their friends. 


Especially valuable to the agents of the 
Provident Mutual is the active good will 
of those whose Old Age Endowments 
have matured. 








KALAMAZOO— 
The City for You 


Kalamazoo celery, known everywhere, testifies to the richness of the 
soil in the surrounding country. The valley of the Kalamazoo River 
is the most valuable horticultural and agricultural land in Michigan. 
With a population largely American-born, with 117 lakes within easy 
reach with rich natural advantages, Kalamazoo has combined great 
industrial activity. 


The largest book-making paper mill in the world, the largest “direet 
to consumer” stove factory, the largest manufacturers of fretted 
musical instruments, 60 per cent of the world’s output of peppermint, 
and many other industries, make an industrial output of $50,000,000 
a year. 


The kind of man the Register Life is looking for to represent it will 
find a ready business and social welcome in this ideal American city. 
If you are interested, write, in confidence 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 


DAVENPORT, IOWA 
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Now entering upon its 19th year. 





OF DES MOINES, IOWA. 


Organized 1907 


Over $20,000,000.00 


nsurance Company 


in force. 


Assets close to Two Million. Legal Reserve One Million and a Half. 
Surplus to Policyholders over Quarter of Million. 


Sioux City, lowa 


Home Office 


Des Moines, lowa 


State Branch Offices: 
Mankato, Minn. Lincoln, Neb. 











Topeka, Kans. 
















OUR FIELD 


Eleven million people within two 


hundred and fifty miles of our Home 
Office— plenty of opportunity for a 


good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 


boiled’’ on advances. 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 
S. M. CROSS, President 














Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 


Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


J. N. WARFIELD, Jr., SpepetegSecssuser 
Dr. J .H. IGLEHART, Medical 














THE EQUITABLE LIFE OF IOWA 





ANNOUNCES 


LARGEST DIVIDENDS 
IN ITS HISTORY 





EQUITABLE LIFE OF 


Founded: 1867 Home Office: 


IOWA 


Des Moines 

















Life Insurance for a Greater Number 
The scope of National Life service is evidenced by the 

number of applications received from the uninsured which 

average about 50% of the total. It is further evidenced by the 

fact that under 46% of the policies becoming claims the in- 

sured carried no other insurance. 

A National Life Contract offers the opportunity for increased earn- 


ings through selling more insurance to more people. 


territory. 


National Life Association, - 


Top contracts available in choice 


Des Moines, Iowa 























DETAILS OF THE CAMPAIGN WHICH | 
ESTABLISHED WORLD’S RECORD 





paign of Harry Glatz of James- 

town, N. Y., by which he broke 
the world’s record for monthly total of 
applications, paying for 515, are given 
below. Last week the general plan of 
the work was described in THe Na- 
TIONAL UNDERWRITER and some of the 
important factors in setting this new 
high record are given as follows: 


Opened Campaign With | 
ecord Day’s Production 


Mr. Glatz was ready to start his cam- 
paign the first of January, but decided 
to put it over until the fifth in order not 
to run a chance of interfering with his 
fellow insurance men in closing up their 
year’s business. 

Following the preliminary dinner 
described, Glatz was ready to start to 
work at 9 o’clock on the morning of 
Jan. 5. He began by signing up the 
mayor of the city, the post master, a 
county judge, an assemblyman and an 
assistant district attorney. These had 
agreed in advance to buy, but this was 
absolutely the only set-up in the cam- 
paign and this was for publicity pur- 
poses. Incidentally, no insurance man 
had ever been able to write the county 
judge in question before. 

Mr. Glatz then went out calling on 
his business friends, many of whom had 
attended the dinner on the night of the 
third. He made a record day’s work of 
it, securing 80 paid-in-advance applica- 
tions, the previous record for a single 
day’s work being 59. 


Last Half of Drive 
Required Great Effort 


During the first two weeks of the 
campaign, Mr. Glatz could feel the influ- 
ence of the preliminary dinner. The 
men who attended were not only willing 
to buy insurance of him, but they were 
strong boosters for his cause, giving 
him names of prospects and recom- 
mending his work to those whom they 
met. Mouth-to-ear advertising is great 
stuff, as any insurance man knows, and 
the fellow who can get enough true 
friends boosting his game has a big 
chance for success, 

But after those first two weeks this 
influence petered out and the last half 
of the drive was the hardest kind of 
straight selling for Mr. Glatz. During 
the first six days of the campaign, he 
wrote 201 cases, an average of over 33 
applications a day, which probably also 
establishes a new record for a single 
week’s work. 

In spite of all the planning and the 
continuous publicity work done, not 
more than ten cases came to the office 
to be written during the entire month. 
Mr. Glatz found he had to go out and 
get ’em. 


Averaged 50 Calls a Day 
and 50 Miles Per Day 


Mr. Glatz averaged throughout his 
drive 50 calls a day and covered about 
50 miles of territory each 24 hours. He 
did no Sunday work whatever. His 
highest day’s work, as has been stated, 
was 80 and his lowest 8. Other agents 
of the city who were interested in seeing 
Mr. Glatz succeed offered to give him 
ten cases each but he refused this busi- 
ness. 

On Jan. 17 the annual convention of 
the Johnston & Monser agency was held 
at Buffalo. Mr. Monser wanted Mr. 
Glatz to attend, but the latter refused. 

“I don’t dare break in on this drive,” 
he said. 

“If you'll come to Buffalo, I’ll let you 
have a few minutes to sell on the floor 
of the convention and I'll guarantee 
you'll sign up 20 of our agents, which 
will be a good day’s work.” 

The objections were overcome and he 
appeared at the convention. He was 
asked to describe the progress of his 
campaign, which he did. Then he 


A DDITIONAL details of the cam- 





—= 


started selling. Before he finished 
wrote 68 of the Mutual Benefit agen, 
present, and what is more, he got they 
money for the first premium. 

At the end of the first eleven day 
Mr. Glatz had written 276 cases aj 
when the drive was half over he wa 
well assured of beating the then-worlg; 
record of 381. But all the while, Hary 
Glatz had 500 in his mind as his goa 


Wound Up Work on Last 
Day With 46 Applications 


Commenting on Mr. Glatz’s recor 
C. G. Monser says: “Harry could hay 
easily written 700 cases had he not beg 
so particular as to quality. In making 
his daily reports to me, he never woul 
include anything that wasn’t definitely 
prepaid and that he thought might fai 
in examination. As he sold insurane, 
he sized his prospect up and this, cov 
pled with his knowledge of local peopk 
and local conditions enabled him to avoid 
writing cases that would not havea 
good chance of passing with our com- 
pany. He actually threw out of his 
record scores of cases where he had any 
doubt. Also, when there was any hes- 
tancy as to pre-payment he would im 
mediately pass the prospect up, refusing 
to spend his time on any but quality 
cases.” 

The final advertisement in Mr. Glatz’s 
series told the people of Jamestown that 
he lacked fifteen of making his 500 goal 
As a matter of fact, he had to sell 46 on 
the final day to achieve his mark of 515 
It was a real day’s work, considering 
that the campaign was in its final stage, 
that the enthusiasm of his friends had 
been expressed in a concrete way earlier 
and that he had already pretty thor 
oughly combed the field. 

Mr. Monser was on hand in James 
town during that final day and went 
with him right up to 12 o'clock mid 
night, as general agent accepting the 
final cases written on the spot. The 
money for the first premium of every 
one of the 515 was in Mr. Monser’s 
hands at that time. 


Kept Detailed Record 
of Each Individual Case 


One thing more should be mentioned 
in this story of the methods used by 
this record-breaker in accomplishing his 
goal. Mr. Glatz arranged a record | 
to keep the data on each case written 
There were spaces numbered from ont 
to 500. In the first column was tht 
serial number. Next came the prose 
pect’s name. Following that was a co- 
umn for the amount of the policy and 
after that the final column on the pagt, 
which was reserved for the amount o 
the premium payment and checkings © 
indicate how it had been paid. The prt 
mium paid was written in red. Later 0 
when the policy was delivered Mr. Glatt 
would write the amount of his com 
mission under the name of the prospect 
in green ink. 


Record Book Showed 
Just How Campaign Stood 


On an opposite page were spaces '* 
the address of the policyholder. — 
of these addresses were filled ™ = 
the case had been examined. Thus ™ 
book furnished always an up es 
minute picture of just how Mr. - 
stood in his campaign, the blank a 
on the right hand page showimg a 
the number of cases on which exalt 
tions had not been completed. “ 

The Mutual Benefit is prepara 
have a complete analysis of Mr. G on 
515 cases prepared, covering such a 
as ages of the applicants, OCC 
whether previously holding lite Ms 
ance or not, etc. These 515 mes 
be registered in a special volume * 
careful check will ry mie 
to persistency and mo 7 
which will furnish future statistics 
interest to the general insurance 
ternity. 
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Development of Big Farm Agency Is 


\ | the two essentials in the develop- 
ment of a farm agency by James M. 
Cowan, general agent for the North- 
western Mutual Life at Aurora, IIl. 
Mr. Cowan is in a position to “preach 


a success sermon” as his agency, cover- 


ing 22 farming counties in northern 
Illinois, without a single big city, pays 
for more new business annually than 
many small companies. Mr. Cowan has 
made an outstanding success in the 
building of a farm life insurance agency. 


the life insurance business for 40 years, 


He is an old hand at it, having been im 


ELL defined organization and | over e ; 
the personal touch are given as | monthly visits to each district. Each dis- 


though he is now producing business at | 


a better rate than at any time in his 
past experience. 


Personal Touch Essential 
Between All Factors 


Mr. Cowan believes that the keynote 
of success in building a big business in 
farming communities is through the 
application of those two essentials, or- 
ganization and personal touch, both 


Irom agency to policyholder and from | 


general agent to field man. It is true 


for policyholders and agency plant alike. 
A man must keep in constant and effi- | 


cient touch with policyholders and the | 


general agent must likewise develop a | 


strong organization, welded together 
with the personal touch, among his 
agents in the field. With this as an 


example, the agents in turn keep in | 


constant touch with their policyholders 
and are constantly on the alert for a 
Possible lapse, in order that it may be 
Prevented. For this reason, when the 
depression developed in 1921, the entire 
agency force was immediately in the 


held on a self-appointed conservation 
campaign. 


Came Through Depression 
Because of Organization 


_ Mr. Cowan’s agency has just emerged 
trom a period during which this theory 
Was given a severe test. When the 
financial storm broke in 1921 and the 
farmers were left all but destitute, farm 
agencies throughout the country re- 
at disastrous lapse rates and new 
usinéss was almost a novelty for many 
- in farming communities. Out in 
_ urora territory, however, Mr. 
ate called together his men, ex- 
ae the situation and they immedi- 
Stak encentrated their forces for the 
on. > The agency came through the 
an year period with a lapse ratio that 
would be the envy of many agents in 
nancial peace times.” Practically no 
mate went off the books and, al- 
; om new business naturally slumped, 
po _ was maintained at a rate 
en lan the majority of metropol- 
this cnn, ener. Mr. Cowan believes 
ganization the result of the “or- 
in his hoe has been developed 
Each Has Particular 
in Organization 
a.) man in the 22 counties has a 
ular place in which he is respon- 


owan, as general agent for 


-. Mr. 
the : 
territory, has complete supervision 





Credited by J. M. Cowan to Personal 
Touch Applied in Strong Organization 


the entire business and makes 


trict agent is given the entire charge of 
his own section, must show a satisfac- 
tory business, give proper attention to 
conservation and incidentally produce at 





least one new agent a year. In turn 
the men in the district are given their | 
own section to cover and held respon- 
sible for their business. 

While this division organization is 
effected, Mr. Cowan also holds the en- | 
tire force together as a unit with a 
personal touch. At least once a month | 
all agents in each district gather at 
some central point for a district meet- 
ing. Mr. Cowan and the district agents 
go over the local field problems that | 


cially large policy is turned in or a new 
man makes a good showing of any kind, 
a special letter of congratulation or en- 
couragement is immediately sent out by 
return mail. 


Has Open Door for 
Every Man in Field 


Again in furtherance of the personal 
touch idea, Mr. Cowan maintains an 
open door for every man in his terri- 
tory. He invites them to come in per- 
sonally or write their problems to him 
and he always carries out each problem 
to a satisfactory conclusion. In order 
to secure the full confidence of the men, 
Mr. Cowan makes it a practice never to 
accept a cent of commission. Even if 
a prospect walks into the office and vol- 
unteers to sign for a $100,000 applica- 
tion, Mr. Cowan will turn the entire com- 
mission over to the man he believes 
responsible for the origin of the busi- 
ness. Thus, as the men know Mr. 
Cowan is working for and with them, 
with no idea of self gratification, they 








at Aurora, Il. He has a farm 
northern Illinois, a strictly farming 


of New York, Chicago, Milwaukee, 
that his men are covering the field. 
which com: 


ance salesmanship, having paid for 
is $10,000,000. 








| 
James M. Cowan is general agent for the Northwestern Mutual Life 
eral agency, covering 22 counties in | 


| about 40,000, are the two largest cities in the entire section. 
|| this, Mr. Cowan has developed an agency that is producing more new | 
business annually than many small life insurance companies report. He 


for over 40 years, beginning with clerical work in Cincinnati in 1884. In | 
1888 he went with the Chicago office of the Northwestern Mutual, with 
he has been since that time, of itself very nearly 40 years. 
In 1901 he left Chicago for the country work. Through all these years, 
however, he has not permitted himself to become rusty on life insur- 


sent district. Last year’s business was $8,179,100 and this year’s goal 


oliet and Aurora, both 


territory. 
In spite of | 


has elevated his agency to a position where it competes with the large | 
metropolitan offices in ranking. In 1924, Mr. Cowan’s office was sixth in | 
paid for business of all Northwestern Mutual offices, the large city offices | 

} 


Detroit and Los Angeles being the 


only ones above him. On a per capita basis, the Aurora office did even 
|| better, being fourth in the company, his per capita figure of $31.35 showing | 


Mr. Cowan has been in the business | 





| 
| 
over $57,000,000 since 1916 in his | 


-- ————J 








particularly affect the man in that dis- 
trict. Every district has its own pe- 
culiar problems and thus these sectional 
meetings bring out the needs of the 
agent as the larger gatherings would 
not. Larger gatherings are held, how- 
ever, and at least twice a year Mr. | 
Cowan gets the entire agency plant to- 
gether for a big roundup. He does not 
hold these meetings in the same place 
time after time, but moves them about 
the territory, in order that each part of 
the district can act as host at some time 
or other. These meetings, both sec- 
tional and general, act as business con- | 
ferences and social get-togethers at the 
same time. They bring all of the men 
in the field in contact with each other 
and build a morale that Mr. Cowan | 
credits with the success of the agency. | 


Keeps in Constant Touch 
With All in the Field 
In addition to this plan of personal | 

touch Mr. Cowan never fails to send 

each man a weekly letter. Sometimes 

the letters go out as often as twice a 

week, depending upon the emergency of 

the situation. 

The letters are personal and point out 
the immediate problems of the time. 
They go out, whether Mr. Cowan is at 
home or not. He does not let his field 
trips interfere with this. Not only does 
the regular weekly letter go to every 
man in the field, but every time an espe- | 








do not hesitate to come to him on any 
occasion. If they felt he was going 
to share the commission, they might 
come to him only with the cases that 
could not be sold and thus the field 
problems that the agents meet would 
not be cleared. As Mr, Cowan goes 
about the field, he makes it a point 
to cooperate with each individual, either 
in talking over the situation or actually 
going into the field with him. He studies 
the man’s needs and applies the remedy 
as the diagnosis requires. 


Has No Set Program 
for Selling Methods 


As for the actual selling of policies, 


| Mr. Cowan again believes there can be 


no set program, but that each case 
requires a line of approach all its own. 
Not only does each policyholder differ 
and require a different approach but 
each agent must apply his different 
methods in a different way each time. 
Every agent is clearly shown, either by 
field work or in conference, that no ob- 
jection is bullet proof. Mr. Cowan be- 
lieves that the objection, “I don’t want 
any insurance,” coming as a flat state- 
ment from a prospect, is the very best 
avenue of approach. On many occa- 
sions, one notable case bringing in a 
$100,000 policy, he has made first inter- 
view closes in the face of this objection. 
As in the meeting of all other objec- 
tions, Mr. Cowan meets this one with- 








his 


He agrees with 
He says that he knows he 


out 
prospect. 
does not want any insurance or he 
would not be there. Mr. Cowan tells 
him that if he had wanted it, he would 
probably have been amply insured by 
his own friends long before. Not want- 
ing it and needing it are far different, 
however, and thus the presentation of 
the life insurance program to fit the in- 
dividual needs begins. 


argument. 


Training Program Also 
Follows Individual Needs 


This recognition of the wide range in 
characteristics is also applied in the 
matter of finding and training new 
agents. Mr. Cowan has no definite 
training program. He first sizes up his 
new man and then applies whatever 
training he feels is necessary. Some 
will not require any field help, in fact, 
do not want‘it. Some will need long 
training and several trips into the field 
to grip the fundamentals of salesman- 
ship. One agent can be educated on the 
full rate manual and entire line up of 
policy forms, while another cannot 
grasp more than ordinary life or one 
individual form at the outset. One man 
will step off in a week, while another 
man may take six months, though both 
in the end may become star producers. 
Mr. Cowan cited the case of one man 
who, as the occasion required, was left 
in the field alone for six months, though 
he secured not a single application. The 
agent’s pocketbook finally became flat 
and he walked into the office to turn 


in his rate book. The district agent, 
after talking over the situation ad- 
vanced him one month’s salary, the 


agent returned to his field and a star 
producer in that district was developed. 
That agent needed the lesson of the 
emergency. 


Uses Same System 
in Selecting New Men 


This wide range of temperament is 
naturally the result of the great differ- 
ence in human nature and also comes as 
a result of the great variety of men 
taken into the agency. New men come 
from all walks of life. Mr. Cowan has 
no set notion as to where to find a good 
man. He believes that the future star 
producer can come from most surprising 
sources. School teachers, bankers, bank 
clerks, restaurant employes, barbers, in 
fact, every trade or profession can offer 
prospects for the life insurance business. 
Mr. Cowan makes it a point to go into 
a town when he is looking for new men 
and ask all of the leading business men 
and prominent citizens to give him 
three or four names as suggestions for 
possible agents. He takes this list, 
sometimes quite lengthy, and approaches 
each of the individuals on a selling can- 
vass. He tries to sell each man a life 
insurance policy. It gives him at once 
their reaction against life insurance and 
a chance to size up the man in personal 
conversation. This invariably furnishes 
a wealth of excellent prospects from 
which to select new men. 





In every way the Little Gem is more 
com plete. The fifteen year dividends 
and net cost showing (both by present 
dividend scale and actual history) is for 
eight ages, 20, 25, 30, 35, 40, 45, 30 and 
55, instead of for four ages. When you 
want to look up net costs or dividends 
you want them at least at 5-year ages. 
Order now, from The National Under- 
writer Co. 
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How a BOOK 


helped Tom Brown- 
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| markable development,” declared & 
| Parks. He emphasized the fact thy 

company officials are primarily truste, 
| of the public good and for that reas, 
|} owe their best efforts and highest jp. 
| tegrity to their work. 

The meeting was opened by Presiden 
J. Frank Kerfoot who turned the py. 
gram over to Chairman Jack Hughes ¢ 
the Northwestern Mutual. A splendy 
paper on “Human Interest in Life }. 
surance” was read by Berton Hadley ¢ 
the Prudential. Mr. Hadley said tha 
underwriters must thoroughly beliem 
in their own hearts that they are doing 
a noble thing when they deliver a policy 
to a buyer. 

'** * A. CG oo eee Lae State 

Philadelphia, Pa.—About 400 attended aaa eee dae tines Gatien toe a 
the bi-monthly dinner of the Philadel- day convention and school of instructig 
phia association. Paul Loder, associa- of Iowa agents for the Central Lif 
ayy — spoke for a few minutes on “Blue Prin. 
William Wistar Comfort, president of _ tour Preapests Uisus <f Puts 
Haverford College, and L. G. McDouall. , 
assistant trust officer of the Fidelity 
Union Trust Company of Newark, N. J. 
One of the outstanding points brought 
out in President Comfort’s speech was 
that all life insurance companies should 
immediately inform their representatives 
in the field to make a more thorough 
canvass of the colleges of America to 
tell the students, more especially the 
seniors, the great value of life insur- 
ance. 

“Of course I realize that you insurance 
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(CONTINUED FROM PAGE 28) 


Feb. 27 if plans announced at the regular 
February meeting Wednesday are car- 
ried out. A very small number attended 
the February meeting, only about 125 
being present. The address of the day 
delivered by Maj. Thornton A. Mills of 
Chicago was very enthusiastically re- 
ceived. With the topic of “Fiddles and 
Fortunes” Major Mills delivered an in- 
spirational talk that was well worth lis- 
tening to. 
















Chapter I 


Tom Brown was a regu- 
lar fellow. He repre- 
sented a good life insur- 
ance company, but some- 
how he couldn't get his 
talks across. 


Occasionally he'd get a 
nibble, but nary a bite. 
Finally he got to wonder- 
ing if he’d made a mis- 
take by going into the 
business and his wife was 
SURE of it. 


WZ. 





His interviews lacked the 
punch. His approach was 
weak,his presentation was 
feeble, and his close was 
just a blank cartridge. 











Plans Big 1925 Campaign 


The Eureka-Maryland Assurance 5 
working out an intensive producti, 
campaign for 1925 and is alloting goak 
to the various agencies. The company 
expects to develop agencies of the $1. 
000,000 class at Pittsburgh, Cleveland NOT 
Detroit, Chicago and Jersey City, 

















Chapter IV 
Things went from bad to 





worse, until one day a 
friend of Tom's said: “I 
know what you need! 
Read this book — ‘The 
Life Insurance Bible,’ by 
Schuppel.” 






















cover to cover. 







mail to us. 





Chapter V 
Tom read it-then he stud- 
ied it page by page. He 
loaned it to his prospects 
to read in the evening, 





Tom’s “Smile Muscles” 
began to function again. 
He bought a dozen more 
copies to “loan.” And to- 


next morning and got it 
back with a signed app, him! 


s—=and here is 





and then went around the day his middle name is 


“Chesty.” Just look at 


the BOOK - 


“Life Insurance Bible”’ 


By William Carl Schuppel 
is the best known and most widely 
read book on the subject of “‘Clos- 
ing Business” in the Life Insurance 
field today, and by far the most 
interesting. 


Schuppel’s snappy “Comebacks” somehow carry the sav- 
ing grace of real humor, but better still they have been 
tried and tested by thousands of successful Life Insurance 
fieldmen with gratifying results. 

There's not a dull word in the book— it's a delight from 


It won't cost you a cent to see a copy and find out for your- 
self just how much pleasure and just how much help you 
will get from it every day. Simply fill out the coupon and 





MAIL THIS COUPON TODAY! 









Free Trial Offer ! 


Check your choice— 








Free Ex i ion 
—Remit $1.00 or 
return book in 5 
days. 

Check for $1.00 
attached hereto. 










Mail to ROUGH NOTES COMPANY, 222 East Ohio Street, Indianapolis, Indiana. 















Do you make use of the medium thru which you 
can reach thousands of interested insurance men? 
National Underwriter want ads are result getters. One 
inch, one column wide, one time, Five Dollars. 


‘Insurance Exchange, Chicago. 


1362 














| combustible property in the country is | 


men are after a fashion trying to get in 
touch with the college man of today,” 
said Dr. Comfort, “but I feel that the 
insurance companies are not doing this 
in a systematic way. You should send 
out cards or leaflets to these upper class- 
men along in the late spring before they 
are graduated, so that they make take 
away with them the thought of life in- 
surance and its great worth to them and 
their future families when they marry 
and have children. 

“This is advance work for the cause 
of life insurance. It would pay you peo- 
ple on a vast scale and I commend it 
to your companies for serious considera- 
tion at once.” 

x * * 

Saginaw, Mich.—Mayor Hugh E. Van 
de Walker of Ypsilanti, state agent for 
the Peoria Life, decried the attitude of 
the press toward life insurance in an 
address last week before the Saginaw 
association. He declared that despite the 
fact that there are now 55 million life 
insurance policyholders in the world, 
who hold what are virtually promissory 
notes for $65,000,000,000, a great meeting 
of life insurance company presidents at 
which that fact was brought out got less 
than one-fourth the “play” that day in 
newspapers than the prospects for a 


fight between Dempsey and Gibbons. Mr. | 


Van de Walker sketched the origin and 
growth of life insurance in an interest- 
ing talk. 

x * * 

Waukesha, Wis.—‘“Possible Insurance 
Legislation” was the subject of an inter- 
esting talk by S. Paul. Jones before mem- 
bers of the Waukesha County association 
at its monthly meeting. Chairman E. J. 
St. Peter led a discussion on how to in- 


crease the association membership. At | 
the business session following the pro- | 


gram, Raymond Rupple was 
chairman of the welfare committee; W. 
F. Mackey was made chairman of the 


program committee and W. A. Freehoff | 


of the publicity committee. 
* * * 

Jackson, Miss.—Agencies which op- 
erate on the so-called “part-time” sys- 
tem were dealt a severe blow in Missis- 
sippi when the Mississippi association at 
its regular monthly meeting adopted a 
resolution to abolish part-time agents 


and signed an agreement to do so. The 


part-time system was declared to be a 
detriment to development of the under- 
writing industry. 

The meeting was also featured by an 
address by William A. Searle, assistant 
to John W. Clegg, president of the Na- 


tional Association of Life Underwriters. | 


Mr. Searle deplored the lack of insured 
lives in Mississippi. While the risk of 
marine disaster is covered 100 percent by 
insurance, he said, and 85 percent of all 


| covered by fire insurance, only 7 percent 


of the life value of Mississippi's popula- 
tion is covered. 
x * * 
Des Moines, Ia.—‘People who think 
only of themselves are either supreme 


| egotists or fools and will go crazy in | 


time,” declared Vice-President James J. 
Parks of the Missouri State Life, at the 
monthly meeting of the Des Moines asso- 


ciation. “Life insurance is provision for | 
others and that is the reason for its re- | 


New Company Gets Big Group 


The American Mutual Life of Green. 
boro, N. C., has just closed a contract 
covering 15,000 policyholders and repre. 
senting more than $19,500,000 of inswr- 


Figures 


chosen 


ance. Identity of the group has no HAR 
been disclosed. The contract becam “ 


effective Jan. 1, 1925. The America fm Sales o 
Mutual is a new company, having been MM the nev 
chartered in 1924. A. L. Woods is pres I record | 
id R 
ident and general manager. sccordis 
Provident Mutual Anniversary Drive “ In 
: hes” e Col 
The Provident Mutual Life is plar- whese 
ning a great nation-wide sales campaign 2 ; 
celebrating the 60th anniversary of the jureau 
establishmest of the company. The 9 of $560, 
hundreds of Provident men in the field i do abor 
from the Atlantic to the Pacific coasts BB ness jt 
and from Maine to Texas will have 2 9 from g¢ 
chance to show how big much new pr0- H& on the | 


duction they can record from now untl 
March 22—the date when the Prov: 
dent Mutual was born. The | 








Paul Loder, manager for the Phila I the grez 
| delphia district, has set the sales cam HM ing Jan 
| paign ball rolling by already starting B® January 
| his men in the great intensive sales #% volume 
| drive. large ir 

Decemb 
Show Value of Business Policy ary, and 
H. R. Bryarly & Bros., general agents ese 
| at Winchester, Va., for the Home Life hg 


| of New York, report an outstanding case ois ove 
of the quick and greatly needed retum Nevada 


| on a business life insurance policy. On Arkansa 
| Sept. 22, 1922, John P. Thorn of Mar- Oklahor 
tinsburg, W. Va., took out a policy 1° Bl Cojo g, 
| $50,000 with Fred C. Wright, Hagers Connect 
town district manager for the Home Takin; 
Life. Mr. Thorn was secretary-treasurt Bid ectimate 


and general manager of the Thorn-Reed greatest 
| Lumber company of Martinsburg, OW HMM tral gr, 


ers of a large plant in Florida. About Louisian 
ten days ago Mr. Thorn was drown the imp: 
| when his motor boat capsized off ie January 
northwestern coast of Florida. Th HM up their 
business policy for $50,000 was this Bia pain ,, 
. . » 
increased, through double indemnity, © ' 
$70,000 and his insurance will prevent? ’ 
rupture in the even course of busines This ¢ 
of this partnership. Produced 
ncitainaeeasitenianinen a prove 
Life Notes vor Cit 
. or ay 5 
A bill for the extension of time bn har - 
organization of the Interstate a es, in 
| insurance of Hartford is pending befor the distr 
the Connecticut legislature. : Material] 
W. H. Bowen, assistant to the — i os 
president of the Northwestern i, signif, 8 
Life of Minneapolis, has been in Ho ‘suiNcar 
ton, Tex., for a week's visit. 48 showr 
At the annual meeting of. the Amer” tana 17 
can Bureau of Shipping it weraylot Cent, “Ne! 
nounced that President Stevenson * is HM kota ¢ 
had placed in effect a group life Paar 
covering employes from one to a eervic® ports we 
sand, according to the length of se! ion by Alaba 
The Kansas City Agency of the a t 16 pes 
Central Life, A. D. Bonnifield, —- an \vely 
|held its agency convention ther | AG 
| cently, with business_ sessions BA met ‘ turtl 
| Kansas City Athletic Club, and “tives Mae @nner ji 
| present. Several home office exe (cc 
! 


were present to assist. 


